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KALAMAZOO 


The Celery City, in the heart 
of Southern Michigan's great 
garden belt—a ey of 50,00 
wide-awake A HOME 
city, with @ Bhan me advantages, 
both antibod and social. 


JACKSON 


A stronghold whose busy fac- 
tories produce everything from 
cars to corsets. A city of 50,000 
population, whose pulse beats 
strong and which inspirés red- 
blooded men to great achieve- 
ment. 


Did YOU earn $7,500 last year? Is your social and 


business standing high? 


Can you sell big people and 


train an insurance organization to top-notch efficiency ? 
Have you a financial responsibility of at least $25,000? 


If you can qualify on these counts, give us your record 
and references. These two..rich territories ‘must be 


filled at once, 


You Won't 
“Go It Alone’ 


The men whom we appoint as General 
Agents at Kalamazoo and Jackson 
won't be turned loose with a blessitig 
to paddle their own canoes. 


They'll be supported by all the re- 
sources and experience of one of 
America’s most progressive and suc- 
cessful life insurance companies. 


A highly-geared development division 
of the Home Office will furnish “pow- 
er” to propel the craft, in the form of 
counsel, suggestions and practical busi- 
néss-getting helps. 


These General Agents will get ample 
allowances for development expenses 
and. office’ maintenance, in: addition to: 


Liberal first year commissions 
Renewed commissions for 9 years 


Collection fees for life of policies 


The, company itself. has a successful 
record of more than 25 years, over one 
hundred millions of insurance, writ- 
ten by its own agents, in force, and the 
largest ratio of assets to liabilities of 
any: company in its class. 


LIBERAL. CONTRACTS, backed by LIBERAL SERVICE, make our General 
Agencies the most desirable in the Insurance World today. 


Address Kaljack, care The National Underwriter 
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STATE LIFE 


INSURANCE COMPANY 
INDIANAPOLIS | 


MORE THAN 


TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 
Sole Protection of Policyholders 





PROGRESSIVE =: CONSERVATIVE 
The Growth of Oak—The Solidity of Granite 


























































On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
A pNP S thi d Lif Capital $200,000 
os * 5 ss % # u ] e a ee i 
fe) _— Insurance Co. 
HARRY L. SEAY, President 
Insurance In Force 
$70,000,000 
Admitted Assets 
$7,500,000 
The latest in approved policy forms. 
Disability Annuity Benefits with first payment "TH! life insurance agent who wishes 
RATE. to obtain the representation of a 
Waiver of Premiums without extra charge. one ane De nage — yr l 
Double Accidental Death Benefits. pany wi e Gem City Life 
bctnidinnd tien : admirably suited to his needs. The Gem 
on chammen aaienl oP ny oo ir Seas City will equip its agents to write all 
a maximum of service. forms of personal protection and in one 
Advantageous agency contracts open to men of good trong company. 
ability and integrity. Previews insurance experi- There are exceptionally good oppor- 
ence not essential. tunities for agents and general agents 
CLARENCE E. LINZ in good producing territory. 
Viee-President and Treasurer in Charge of Agents 
PHILIP N. THEVENET PAUL V. MONTGOMERY GEM CITY LIFE INSURANCE COMPANY 
DALLAS, TEXAS DAYTON, OnIO 
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$3.00 Per Year, 15 Cents a Copy 





ANNOUNCE PROGRAM 
FOR LIFE PRESIDENTS 


Secretary of Agriculture Wallace 
and Senator Wadsworth Are 
on the List 


TWO PACIFIC SPEAKERS 


Chief Actuary Arthur Hunter of New 
York Life, to Give Blood Pres- 
sure Survey 


NEW YORK, Oct. 31.—The increas- 
ing contacts of life insurance—human, 
economic and official—are strikingly em- 
phasized in the preliminary announce- 
ment of topics and speakers for the 
seventeenth annual convention of the 
Association of Life Insurance Presi- 
dents, to be held at the Hotel Astor, 
New York City, on Dec. 6-7. While 
the program has not been completed, 
enough of it is disclosed in this an- 
nouncement to show the trend of this 
year’s convention. The speakers now 
announced show a: wide range of geo- 
graphical distribution with one from 
the Northwest, another from the South- 
west, several from the Middle West, 
one from the Northeast, a number from 
the eastern states, and one from Can- 
ada, while an invitation is also await- 
ing response from the South. 

Insured World a Secured World 


Governmental officials — federal and 
state—will join with life insurance ex- 
ecutives in discussing various pertinent 
topics under the general theme of “An 
Insured World a Secured World.” Giv- 
ing background to several of the desig- 
nated topics, there will be presented 
original up-to-date statistics of the life 
msurance business, particularly stress- 
ing its contacts along national economic 
lines, including insurance protection, 
the distribution of investment funds and 
the contribution of mortality records 
toward longevity of the individual and 
the group. 


Secretary Wallace to Speak 


From President Coolidge’s cabinet 
will come Henry C. Wallace, secretary 
of agriculture. He will speak on the 
topic “Agriculture, the Foundation.” Mr, 
Wallace was appointed secretary of 
agriculture by the late President War- 
ren G. Harding in March, 1921. His 
home is in Des Moines, Ia., a large 
center of insurance activities. Secre- 
tary Wallace is a farmer by inheritance 
and experience. His father was “Uncle” 

enry Wallace, a widely known Scotch- 
tish farmer and preacher of western 
Illinois. The future head of the depart- 
ment of agriculture was reared on a 
farm and as a young man pioneered on 
320 acres of wild land in Adair County, 
la. These acres he personally farmed 
tor five years, growing grain and breed- 
ing hogs and cattle. Finishing his edu- 
Cation at the Iowa State College of 
Agriculture & Mechanical Arts, he spe- 
Cialized in breeding Shorthorn cattle 
(CONTINUED ON PAGE 20) 








CONTROL PURCHASED 


CLOVERLEAF BUYS COMPANY 





Jacksonville Company’s Officers Assume 
Charge of American Bankers 
of Chicago 





Control of the American Bankers In- 
surance Company of Chicago was pur- 
chased this week by officers and direc- 
tors of the Cloverleaf Life & Casualty 
Company of Jacksonville, Ill, F. H. 
Rowe, president of the Cloverleaf, was 
elected president of the American Bank- 
ers. C. A. Goodale, vice-president and 
manager of the life department of the 
Cloverleaf, was elected first vice-presi- 
dent of the American Bankers. C,. Y. 
Rowe, treasurer of the Cloverleaf, was 
elected vice-president and treasurer of 
the American Bankers, and R. Y. Rowe, 
secretary of the Cloverleaf, was made 
secretary of the American Bankers. 
The newly elected board of directors of 
the American Bankers is composed of 

. H. Rowe, C. A. Goodale, C. Y. 
Rowe, R. Y. Rowe, W. P. Thornton, 
Charles W. Butler, H. L. Sears, R. A. 
Hann and F. B. Cheeseman. 


Deal on for Some Time 


The deal for the control of the Amer- 
ican Bankers by the Cloverleaf has been 
negotiated over a period of about eight 
months. Control was acquired by the 
purchase by F. H. Rowe of 21,602 
shares of stock of the American Bank- 
ers formerly owned by Helen M. Kar- 
strom, and also some additional shares. 
The two vacancies on the board of di- 
rectors of the American Bankers were 
filled by the election of F. H. Rowe 
and C, Y. Rowe, after which three ad- 
ditional directors of the American 
Bankers resigned, one at a time, and 
their successors were elected. 


Present Plans 


The plans are that the company will, 
for the present time, be conducted from 
its present home office building at Cass 
and Ohio streets in Chicago. There 
will be no changes in the office organ- 
ization. The new management will not 
seek readmission in certain states in 
which the American Bankers ceased to 
do business several months ago. 


Statement by Rowe 


F, H. Rowe, the president of the two 
companies, in speaking of the deal this 
week, said: 

“The agency force of the Cloverleaf 
Life & Casualty Company made a 
pledge at the beginning of 1923 that 
they would double the business in force, 
double the premium income, and double 
their debits everywhere. The record so 
far for 1923 indicates that they are living 
up to their pledge. 

“It was up to the officers and directors 
of the Cloverleaf to do their share. In 
assuming control of the American Bank- 
ers, we will be able to offer our field 
men a_ strong organization and a 
stronger company. The combined as- 
sets of the two companies will be over 
$3,000,000. The life business in force 
will be over $25,000,000.” 


American Bankers History 
The American Bankers began business 


in 1910 with an authorized capital of 
$500,000. During its career it reinsured 





IS REENTERING TEXAS 





METROPOLITAN LIFE RETURNS 





Has Large Group Interests in the State 
— Withdrew Because of the 
Robertson Law 





AUSTIN, TEX., Oct. 30.—The Met- 
ropolitan Life of New York has reen- 
tered Texas after withdrawing 16 years 
ago when the Robertson compulsory 
investment law was passed. Others of 
the 21 which withdrew may follow. It 
paid $63,000 back taxes and announces 
it will not engage in general underwrit- 
ing at this time, confining itself to 
group business, it having covered em- 
ployes of Southern Pacific, Frisco and 
Kansas City Southern railroad systems 
in Texas. 

Robert Lynn Cox, second vice-presi- 
dent, and R. V. Carpenter, actuary, 
were in Austin from New York, enter- 
ing the company with its Texas attor- 
ney, Eugene P. Locke of Dallas. Mr. 
Cox said the company has more than 
the maximum 75 percent of tax reserves 
invested in Texas securities, as required 
by the Robertson law. 


W. F. MACALLISTER’S CHANGE 





Superintendent of Agents of the Shenan- 
doah Life Takes Similar Post 
With Ohio National 





CINCINNATI, OHIO, Oct. 31.—W. 
F, Macallister has resigned as superin- 
tendent of agents of the Shenandoah 
Life to become agency manager of the 
Ohio National Life of Cincinnati and 
will take up his new duties on Dec. 1. 

Mr. Macallister is one of the live 
agency executives of the country. Pres- 
ident T. W. Appleby has been looking 
after the agency work of the Ohio Na- 
tional but found it required the undi- 
vided attention of one man. 


Propose Model Act in Canada 


A forward step in the securing of uni- 
form insurance laws in the various prov- 
inces of Canada was taken last week 
when the superintendents of insurance 
of the various provinces in convention 
at Winnipeg endorsed a model life in- 
surance act, which will be presented to 
the provincial legislatures at their next 
sessions. 








the States Accident Insurance Company, 
an assessment concern at Chicago, and 
the National Bankers Insurance Com- 
pany of Kansas City, Mo. During the 
past year it has been in financial diffi- 
culties. At the close of 1922 it had a 
very small surplus which was mate- 
rially reduced during that year. E. W. 
Spicer, former president and organizer 
of the company, resigned at the close of 
1922 and established himself upon the 
Pacific Coast, The December 31, 1922, 
statement of the company showed ad- 
mitted assets, $2,076,924; net reserve, 
$1,729,783; capital and surplus, $119,- 
645; insurance written during the year, 
2,502,539, and insurance in force, $17,- 
875,176. 








KEEN INTEREST AS TO 
DIVIDEND SCHEDULES 


Many New Low Net Cost An- 
nouncements Are Forecast 
for 1924 


ALL CHANGES ARE UPWARD 


Early Reports Show Many Undecided 
as Yet, With Increases Pre- 
dominating 


It is now possible to make a par- 
tial forecast as to what the various 
participating companies will do with 
regard to dividends for next year. 
There is unusual interest in dividends 
at the present time, possibly more 
than has been evinced for many years 
past. For the most part companies 
are making increases, if any changes 
are made. New low cost records will 
be established by a number of com- 
panies in 1924. The following are re- 


ports from a number of companies 
and others will be published next 
week, 
Not All Are Ready 
The Bankers Life of Iowa dividend 


year commences April 1 and the com- 
pany will not give consideration to 
scale for next year until after the an- 
nual statement is completed, 

The Columbia Life of Omaha, Neb., 
will have its new schedule ready Jan. 
25. There will be few if any changes 
and if any changes are made they 
will be increases. 

The Columbia Life 
will make no change in its 
schedule for 1924, 

The Connecticut General will con- 
sider question of dividend schedule in 
January, at which time the schedule 
for the year beginning June 1 is de- 
clared. 

The Continental 


of Cincinnati 
dividend 


Life of Wilming- 
ton, Del., will take no action on a 
new dividend scale until April 1924. 
At the last meeting of the board of 
directors dividends were apportioned to 
sub-standard policies issued after Jan. 1, 
1922, when such policies were introduced, 
but before July 1, 1922, such returns be- 
ing due and payable upon the comple- 
tion of the second policy year, maturing 
the first six months of 1934. It has de- 
clared the same dividend for sub-stand- 
ard policies as for standard policies as 
of the same plan, age, amount and dura- 
tion, 
Many to Continue Unchanged 


The Detroit Life will make no changes 
in its dividend schedule the coming year. 

The LaFayette Life of LaFayette, Ind. 
will probably advance its present scale 
one year, that is it will remain the same. 

The Manufacturers Life of Toronto, 
Ont., will probably not make a change in 
its scale for 1924, 

The Metropolitan Life present scale 
maintains until May 1, 1924. What it 
may do then remains to be determined. 

The Minnesota Mutual recently in- 
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creased its scale for the year from the 


year Sept. 1 until Aug. 31. 

The Mutual Life of Illinois does not 
contemplate any change in its scale for 
1924. 

The New England Mutual Life will 
continue its present dividend scale for 
the year 1924, The only change ,in this 
company is that dividends left to accum- 
ulate at interest with the company will be 
kept as 4% percent, and the same rate of 
interest will be allowed on all installment 
settlements payable during 1924. 


Increases Evident 


The New York Life is not yet pre- 
pared to make any announcement re- 
garding its scale for 1924 except to say 
that it will be larger than the scale for 
1923. 

The Northwestern Mutual increased 
its scale recently as was announced at 
the time. 

The Northwestern National of Minne- 
apolis dividend year commences July 1 
and the company has made no decision 
as yet as to the scale of dividends to go 
into effect at that time. 

The Ohio State Life of Columbus is 
not yet ready to state whether it will 
make a change in the dividend scale for 
1924, 

The Peerless Life of Kansas City pol- 
icies do not participate until after the 
fifth year and accident and health poli- 
cies until after the third year. As the 
first policies were issued Nov. 1, 1922, it 
will be two years yet until it will be able 
to make the announcement about divi- 
dends, 

The Penn Mutual dividend year runs 
from May 1 to April 30 and it will be 
some time after the first of January be- 
fore the question of the scale for the 
next dividend year will be decided upon. 


Younger Ages Favored 


The Provident Mutual new dividend 
scale in the aggregate’ represents an in- 
crease of about 13 percent over the 1923 
scale, and of about 18% percent over the 
1922 scale, the percentage being, how- 
ever, according to the age at issue and 
final policy. The younger ages and 
higher premium plans particularly show 
a -very favorable increase. 

The Roman Standard of Michigan has 
not contemplated any changes in its div- 
idend scale for 1924. 

The St. Louis Mutual will maintain 
the same dividend schedule for 1924 as 
for 1923. 

The State Life of Indianapolis will no 
doubt continue the same schedule of div- 
idends which has been continued in 
force since 1915. The State Life did not 
omit or decrease its dividends during 
the years of the influenza epidemic and 
the war. 

The State Mutual of Worcester will 
continue for next year the same scale 
which it is using this year. 

The Sun Life of Canada will not de- 
cide its 1924 dividends until early next 


year. - 
The Toledo Travelers will make no 
change in its schedule. 
Many Continue Old Scale 


The Berkshire. Life will make 
change in its 1924 dividend schedule. 

The Baltimore Life will continue its 
present scale for the year 1924, 

The Cedar Rapids Life will continue 
its present scale. 

The Central Life of Ottawa, IIL, will 
pay the same dividend scale in 1924 as 
in 1923. 

The Fidelity Mutual will make no de- 
cision regarding the dividend scale for 
1924 until after the close of the current 
calendar year. 

The North American Life of Toronto 
has not yet made a decision as to the 
1924 schedule. 

The Pacific Mutual Life has made no 
decision. 

The Philadelphia Life will probably 
make no change. Its dividend year 
commences April 1. 

The Phoenix Mutual will probably 
not decide as to any possible change 
in its dividend schedule for the year run- 
ning from July 1 to July 1, until Janu- 


no 


ary. 
The Reliance Life of Pittsburgh will 
increase its dividend scale for 1924. The 











EQUITABLE LIFE OF IOWA’S BUILDING 
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HE Equitable Life of Des Moines, 

Ia., has sent out a booklet descrip- 

tive of its home office building 
which has been erected in the heart of 
the business section of Des Moines. In 
his address on home office architecture 
before the meeting of the American Life 
Convention, Dr. Henry Wireman Cook, 
vice-president and medical director of the 
Northwestern National Life, called the 
new building as modern a reflection of 
a home office structure adapted to gen- 
eral occupancy as well as home office 
use, as can be found. The new building 
covers a quarter of a block. It is the 
largest and tallest office building in 
lowa. It is located on the southwest cor- 
ner of Sixth avenue and Locust street. 


Represents Investment of $3,000,000 


The Equitable Life bought the site for 
$800,000 and has spent more than $1,800,- 
000 in the building itself. The building 
is sunk to bed rock 50 feet below the 





street level. Into the framework have 
gone 36,000 tons of structural steel. The 
first three stories are finished with pol- 
ished Vermont granite. Above this the 
construction up to the 15th floor is of red 
face brick. Pointed tiers of red face 
brick run from the third to the 18th 
floors. A ledge of terra cotta girdles 
the building at the 15th floor. The 18th 
story and the cornice are finished entire- 
ly in terra cotta. There is a tower on 
the building, 93 feet in height. 

The Equitable will use the five upper 


floors for its home office. Six retail 
stores occupy the first floor and 16 shops 
have space on the second floor. A 


sprinkler system has been installed in 
the building, although it is as nearly fire- 
proof as is possible. The booklet con- 
tains photographs of the building, its 
interior and various details of the struc- 
ture. It is beautiful in design but is also 
built for real use. It reflects the solidity 
of the Equitable itself. 














announcement will be weil about the 
middle of November. 

The Royal Union Mutual has not yet 
determined its 1924 dividend scale. 

The Security Mutual Life of Bing- 
hamton will probably make an increase 
in its scale, effective May 1, 1924, al- 
though no definite action has yet been 
taken. 


Texas Blanks Out Early 


For the first time in several years the 
Texas department of Insurance will for- 
ward the blanks for the annual state- 
ments at an early date so that the com- 
panies will have ample time to prepare 
the figures for filing as a prerequisite to 
obtaining license for 1924. 


As a result of the demands of the 
newly inducted commissioner, Judge 
John M. Scott, the public printe> has 


completed and delivered the supply of 
blank books for the statements. These 
will be sent out Nov 15, which will give 
the companies plenty of time to comply 
with the Texas law. Last year the 
blanks were not received until late. 

The blanks are the standard approved 
forms, calling for the same data as 
asked in the other states. There was a 
time when Texas demanded different 
figures. 








KELS’ POLICY Is CANCELLED 


New York Life e Notifies Californian 
That Cancellation Has Been Ef- 
fected on Convicted Man 


Notice has been served on Alex Kels 
of Lodi, Cal., by the New York Life 
of cancellation of $55,000 life insurance 
on the ground that it was obtained by 
fraud. Kels was recently condemned 
to hang Jan. 4, as the result of a mur- 
der plot in which Edward Meservy was 
burned in Kels’ automobile. At the 
time of the fire, it was claimed that 
Kels was the one burned to death and 
claim was filed on his life policies which 
totaled $75,000. Shortly after that Kels 
was found alive and tried for the mur- 
der of the other man. The New York 
Life has now ordered cancellation of its 
$55,000 policy, which is still within the 
contestable period, claiming that the 
murder plot was the result of an at- 
tempt to collect on Kels’ life folicies. 
This will be an important case and the 
New York Life has retained some of 
the prominent Stockton counsel to han- 
dle its case. Even though the $55,000 
policy is cancelled, the beneficiaries of 
Kels will receive $30,000 on other poli- 
cies which have gone beyond the can- 
cellable period. 











WELLS PRAISES BANKS 


ARE HELPING THE FIELD MEN 


J. A. Giberson, Alton, IIL, Local Agent, 
Declares That Financial Institutions 
Are Detrimental to Salesmen 


At the meeting of the Insurance Ad- 
vertising Conference at St. Louis, Leon 
Soper of the Phoenix Mutual Life said 
that banks were cooperating more than 
ever with insurance companies in pro- 
moting life insurance. He said, for ex- 
ample, that he knew some banks that 
desired a report of the proceedings of 
the conference. 

Graham C. Wells of New York, presi- 
dent of the National Life U nderwriters 
Association, in his talk said that the 
banks and trust companies are working 
with the life men in the promotion of 
trust agreements. 

He said that the Bank of Manhattan 
in New York, in getting out booklets on 
life insurance, had done a great service 
for the business. He further announced 
that the Guardian Trust Company of 
New York called in four managers and 
two agents to talk over a plan to start 
a campaign to advertise life insurance 
through the medium of the life insur- 
ance trust. He said this bank is seek- 
ing the cooperation of the life insurance 
men. 


Banks Studying Life Insurance 


He stated banks are studying life in- 
surance in a way that they never did 
before. He asked that if 20 or 30 banks 
are now carrying on an effective cam- 
paign to promote the life insurance 
trust plan, why would not it be pos- 
sible to get many more? He said that 
the Shawmut National Bank of Boston 
invited 60 life insurance men of that 
city to lunch, explaining its plan and 
offering its service. It proffered the 
use of its banking rooms as headquar- 
ters for customers of life salesmen. He 
looked for big developments in life in- 
surance on account of the campaign 


that. these numerous banks are now 
waging. 
He said that in December the life 


underwriters associations would form 
their program about the use of life in- 


surance in establishing credit, and 
credit men would be invited to the 
meetings. In January, uses of life in- 
surance in church financing will be 
discussed. 


Giberson Attacks Banks 


J. A. Giberson of Alton, IIl., the well 
known local agent, in commenting on 
Mr. Wells’ address, declared that the 
banks are competing with insurance 
men in a very reprehensible way. He 
contended that the banks use their in- 
fluence against regular local agents. He 
explained how the banks get important 
information as to the people in the com- 
munity and use it in order to secure 
business. The banks, too, he said, use 
their power in forcing business their 
way where loans are made or accommo- 
dations are granted. He said that this 
use of banking power is brought into 
play and it is something that a local 
agent on the whole cannot overcome. 
Mr. Giberson took the ground that the 
banks give no cooperation to local 
agents in promoting the welfare of the 
latter. 


Getting Away from Banks 


Bert N. Mills of the Bankers Life of 
Iowa said that the Bankers is getting 
farther away all the time from bank 
agents. In the old days the Bankers rt 
lied much on banks. 

Alfon E, Bahr, a Chicago broker, de 
clared that almost all banks are in the 
insurance busines in some way or are 
getting a rake off on the insurance they 
can control. The various thrift schemes 
allied with banks, he said, are really life 
insurance propositions. They involve 
the purchase of life insurance on the i 
stallment plan. 
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TOTAL LIFE INSURANCE 
PAYMENTS A BILLION 


Distributions of All Kinds Re- 
ported by “Insurance Press” 
at $1,304,293,421 


JUMBO CLAIMS NUMEROUS 


Annual Statistical Report Covers Wealth 
of Information As to Disbursements 
and Sales 


NEW YORK, Oct. 29.—The total of 
life insurance distributions in 1922 is 
shown to be $1,304,293,421 according to 
the figures compiled in the statistical 
number of the “Insurance Press” of New 
York. This tremendous total is made 
up of the distributions in 1922 by insur- 
ance organizations operating in the 
United States and Canada, including the 
transactions of the Bureau of War Risk 
Insurance of the United States govern- 
ment. The total of death claims, ma- 
tured endowments, annuities, disability 
claims and additional accidental death 
benefits is reported as $737,880,000. Pay- 
ment for premium savings, dividends to 
policyholders, and payment for lapsed, 
surrendered and _ purchased policies 
totaled $513,026,000. _The commuted 
value of insurance claims awarded by 
the Bureau of War Risk Insurance was 
$53,387,421. 

Well Over Billion Mark 


The total of payments to policyholders 
is thus $1,250,906,000, an average 
monthly payment of over $103,242,000. 
The “Insurance Press” has further esti- 
mated this as $3,474,733 in payments 
each day, or $144,780 each hour or $2,413 
each minute. This is a demonstration of 
the vastness of the business which is rep- 
resented by $64,000,000,000 of insurance 
in force, to which about $12,000,000 is 
being added each year. Another factor 
which directly affects the policyholder is 
the matter of policy loans and premium 
notes and it is pointed out that the life 
companies having 83 percent of the in- 
surance in force in this country report 
policy loans and premium notes among 
their assets at the end of 1922 amount- 
ing to $977,316,323, an increase of nearly 
$60,000,000 during the year. It is pointed 
out that this means that over $1,000,000,- 
000 was loaned to policyholders on the 
sole security of their policies as collat- 
eral. Policyholders received in dividends 
in 1922 on the same companies more 
than $246,000,000, an increase of about 
$66,000,000 over the 1921 dividend pay- 
ment. 
claims in 1922 were $28,000,000 above 
1921, and maturity endowment about 
$15,000,000 more than 1921. Un- 
fortunately the lapsed, surrendered 
and purchased policies increased in 
volume in 1922 as did the other features. 
this increase being $43,000,000, the total 
in the year being $191,000,000. The fra- 
ternal orders had in force in 1922, $10,- 
158,000,000 a decrease of $342,000,000 in 
a period of two years. 


Many Big Death Claims 


In the analysis of individual claims 
paid it is shown that there were 100 
claims for $100,000 or more. There were 
‘our claims for over $1,000,000, John 

anamaker’s name heading the list with 
$3,000,000 Henry P. Davison being the 
Second with $2,000,000. The other mil- 
lion dollar policies were on Clarence J. 
Curby of Missouri and Horace E. 
Hooper of New York. There were four 
Claims nid for over S500 000 hut lecs 
than $1,000,000. In the rank-of cities, 
ag York, including Manhattan, Brook- 
yn and Bronx, heads the list with claims 
Paid of $42,530,000. Chicago is second 
with $20,500,000, Philadelphia third with 
$16,850,000, St. Louis next with $6,874,- 


In the same companies death | 





PLAN FOR DEDICATION 
TO OPEN ITS NEW BUILDING 


Lincoln National Life Has Arranged for 
Interesting Ceremonies to Install 
Its Home Office 


The Lincoln National Life has en- 
gaged the Palace theater in Fort 
Wayne, Ind., for the ceremonies in con- 
nection with the dedication of its new 
home office. Postmaster General Harry 
S. New will be the principal speaker, 
the meeting starting in the theater at 
1 p. m., Nov. 7. President Arthur F. 
Hall will preside and explain the occa- 
sion for the gathering. Samuel M. Fos- 
ter, chairman of the board, will also 
speak. After the dedication program 
the home office will then be thrown 
open for general reception of the pub- 
lic during the rest of the day. 


Agency Meeting 


The dedication ceremonies will be 
used as the occasion for a three days’ 
agency meeting. On the morning of 
Nov. 8, J. M. Holcombe, Jr., manager 
of the Life Insurance Sales Research 
Bureau of New York City, will give an 
address on the subject of “Building an 
Agency.” In the afternoon, Col. 
Thomas M. Knox, head of the Chicago 
agency, will preside over a_ business 
session in which agents will participate. 
The session will be closed by Thomas 
D. Hughes of Minneapolis, vice-presi- 
dent and manager of the northwestern 
department. There will be a banquet 
that evening, Walter T. Shepard, vice- 
president and manager of agencies, pre- 
siding as toastmaster. The two chief 
speakers will be Editor Young E. Alli- 
son of the “Insurance Field” and W. B. 
Burruss of Kansas City, former general 
agent of the Provident Mutual Life and 
now connected with the educational de- 
partment at the head office. H. L. 
Askew of the home office agency and 
Assistant Superintendent of Agents V. 
J. Harrold will also speak. 

On the next morning there will be an 
open discussion between the heads of 
home office departments and the men 
in the field, with the idea of getting 
closer cooperation between the two 
forces. 


000 and Pittsburgh had $6,530,000. Bos- 
ton, Baltimore, Cincinnati, Detroit, Los 
Angeles and Cleveland next follow in or- 
der, having over $4,000,000 in claims paid. 
There are 51 cities in which over $1,000,- 
000 was paid. 


Jumbo Policies Increase 


The report states that there are now 


over 120 millionaires or multi-million- 
aires, as far as life insurance is 
concerned. New business is now 


being written at the rate of $1,000,- 
000,000 a month. An excellent selling 
point for agents is given in the fact that 
during 1922 70,000 policyholders died in 
the first policy year, meaning that the 
total claim payments on these 70,000 
lives of $45,000,000 was made in return 
for merely one year’s premium. About 
$40,000,000 is reported as the amount 
paid to the 20,000 ordinary life policy- 
holders who died in the first policy year 
in 1922. The industrial policyholders 
numbering 50,000, dying in the first pol- 
icy year, were estimated to have carried 
about $5,000,000. 





Canadian Commissioners Elect 


At the convention of the superintend- 
ents of insurance of the province of 
Canada, held in Winnipeg recently, the 
following officers were elected for the en- 
suing year: President, John Dougherty, 
Victoria, superintendent of insurance for 
British Columbia; vice-president, A. E. 
Fisher, Regina, superintendent of insur- 
ance for Saskatchewan; V. Evan Gray, 
Toronto, superintendent of insurance for 
Ontario, was reelected secretary-treas- 
urer. 





GET BIG GROUP POLICY 


SOUTHERN PACIFIC CONTRACT 


Employes Are Allowed to Purchase 
Additional Insurance at the Same 
Rate Assured Pays 


The Southern Pacific Railroad has 
taken out a group policy aggregating 
about $100,000,000 in the Metropolitan 
Life. It is issued under the so-called 
contributory plan. The Southern Pa- 
cific provides a definite amount of 
insurance for all those in the service 
of the road six months or longer. The 
employe is given the opportunity to in- 
crease this amount by purchasing addi- 
tional insurance up to a maximum of 
$3,500 for those receiving a monthly 
wage of $200 or more. The Southern 
Pactfic provides free hospital service 
and maintains a pension bureau for 
those who reach the retirement age, but 
it has not heretofore carried group life 
insurance. The benefit to the employe 
is that he can increase the policy issued 
to him by the railroad on the same 
terms that the railroad pays. This of 
course would be cheaper than he could 
get it in the open market. 


NEW WISCONSIN TAX RULING 


Attorney General Holds Tax Can Be 
Collected on Income from Non- 
Taxable Securities 


MADISON, WIS., Oct. 30.—Insur- 
ance companies can not escape state 
taxation by investing their funds in non- 
taxable securities, the attorney general's 
department has ruled on a question by 
W. Stanley Smith, state insurance com- 
missioner. As a result of the ruling 
the insurance department will proceed 
with the collection of $210,000 in, back 
taxes, Commissioner Smith announced. 

Six domestic companies now hold a 
total of about $45,000,000 in non-taxable 
securities. The statutes provide that 
such companies shall pay an annual 
license fee of 3 percent of the interest 
income and such license fee is in lieu 
of all other taxes except taxes on real 
estate owned by Wisconsin companies. 

The state supreme court has _ held 
that this so-called license fee is a privi- 
lege or occupation tax. This decision 
was affirmed by the United States su- 
preme court. The attorney general held 
that the tax of 3 percent is not a tax 
upon the property of the corporation 
which may include non-taxable securi- 
ties, but is merely a measure by which 
to determine the amount of the tax to 
be levied. The interest on non-taxable 
securities held by such corporations is 
therefore subject to the annual license 
fee of 3 percent. 

Since the war these companies have 
accumulated approximately $45,000,000 
of non-taxable securities on which the 
interest income of over $7,000,000 has 
been deducted before the annual license 
fee was computed. Of the $45,000,000 
in non-taxable securities held by in- 
surance companies, the Northwestern 
Mutual Life holds $44,000,000. 

The money due the state represents 
back taxes for a period of five years, 
1918 to 1922 inclusive. The 1923 fig- 
ures are not yet available. Companies 
holding small amounts of non-taxable 
securities did not deduct taxes for such 
securities. In the Northwestern Mutual 
case interest on non-taxable securities 
amounted to $6,948,960 for the five 
years. Figuring a state tax of 3 per- 
cent on this amounts to $208,460, 


Takes Out Large Policy 

Charles E. Havener of Kansas City, 
Mo., president of the Colorado-Utah 
Mines Holding Company, has taken out 
life insurance amounting to $1,000,000. 

The risk is assumed by six companies. 
George G. Siegel of the New York Life 
handled the case. 








CHICAGO ASSOCIATION 
HAS DEFICIT OF $3,618 


National Association Annual Ban- 
quet Bill for $2,150 From 
Drake Still Unpaid 


$2,000 ADVANCED BY DAY 





Retiring President Will Finance Organ- 
ization Temporarily—Harry C. Mc- 
Namer New Head of Association 


At the annual meeting of the Chicago 
Association of Life Underwriters held 
last week, at which new officers for the 
ensuing year were elected, it was revealed 
that the organization is at the present 
time groaning under the burden of a de- 
ficit of $3,618; that a bill of $2,150 from 
the Drake hotel covering the expense of 





HARRY C. 
New President of Chicage Association 


M’NAMER 


the annual banquet provided during the 
meeting of the National Associtaion of 
Life Underwriters in Chicago in Septem- 
ber remains unpaid, and that heroic and 
unusual methods will have to be adopted 
in order to keep the association afloat 
financially. 
Day Will Finance Association 


Darby A. Day, Chicago manager of the 
Mutual Life, who has served the organ- 
ization as president during the past two 
years, announced at the conclusion of the 
meeting that the organization could 
draw on him for $2,000 in order to pay 
the Drake hotel bill, and that it could 
pay the $2,000 back to him as it was able. 
He added that he would act as treasurer 
of the Chicago Association until the pres 
ent deficit was wiped out. Mr. Day says 
that he does not want the organization 
to permit auy of its bills to remain un- 
paid, and that he will finance it through 
its present difficulty. 


Day’s Splendid Work 


During the past year Mr. Day has 
paid over $1,000 personally in luncheon 
guarantees to the Hotel LaSalle. He 
put up $1,000 for the fund raised by Chi- 
cago life insurance men to take care of 
the National Association meeting, paid 
$1,500 for printing which was not 
charged to the Chicago Association, and 
in various other ways during his term of 
office spent money out of his own pocket 
in order to swell the membership list 
and add to the prestige and influence 
of the Chcago Assocaton. Mr. Day re- 
tired last week after two most successful 
terms as chief executive of the Chicago 
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Association, and with the knowledge that 
the membership increased to 775 during 
his tenure of office, the largest in the his- 
tory of the organization. 


Cause of Trouble 


The financial difficulties of the Chicago 
Association came wholly as the result of 
the entertainment arranged for the Na- 
tional Association meeting. An attend- 
ance of at least 3,500 was anticipated for 
the gathering held in Chicago last Sep- 
tember, and even though this mark was 
not nearly reached the Chicago Associa- 
tion was under the necessity of carrying 
through its arrangements. There were 
rather substantial losses on all the en- 
tertainment features provided. Pledges 
from a number of Chicago life insurance 
men were not kept, with the result that 
the money which the association ex- 
pected to collect from its members and 
those signing pledges was not forthcom- 
ing at the time that it was needed. 

It is expected, however, that the asso- 
ciation will be able to carry on as before 





with the assistance of Mr. Day and the 
collection of the annual dues in January. 
The deficit will be gradually reduced as 
the association collects additional funds. 
During the coming months a strenuous 
effort will be made to induce those who 
signed pledges prior to the National As- 
sociation meeting to pay off. Gradually 
the outstanding indebtedness will be 
worked off. The association has a 
strong and enthusiastic membership, and 
it is the desire not to have the organiza- 
tion at a financial disadvantage, or in 
a position where progressive work can- 
not be carried on owing to the lack of 


funds. 
MeNamer New President 


Harry C. McNamer of the Equitable 
Life of New York succeeds Mr. Day as 
president of the association. Mr. Mc- 
Namer has for the past two years been 
vice-president and Mr. Day’s right hand 
man. The other officers chosen to serve 
for the coming year are: Vice-presidents, 
H. Ware Caldwell, New England Mu- 





tual, and W. J. Arnette, Fidelity Mu- 
tual; secretary-treasurer, Homer D. Lin- 
inger, Equitable of Iowa; executive com- 
mittee, John H. Dingle, Massachusetts 
Mutual; Jens Smith, Pacific Mutual; Jo- 
seph Mills, Metropolitan; Karl Korrady, 
Missouri State; H. L. Choate, Mutual 
Benefit; George Bacon, Massachusetts 
Mutual; A. C. Biederman, Equitable of 
New York; Nathan Bernhard, New York 
Life; J. A. Miles, Union Central; C. H. 
Hibbard, Northwestern Mutual, and 
Darby A. Day. 


Talk by Myers 


General Secretary W. C. Myers of the 
7; a A., who is in charge of the or- 
ganization and administration of the 
schools of commerce of that organization 
spoke briefly of the work being done. 
He said that the Y. M. C. A. has estab- 
lished life insurance schools in 21 cities, 
the leading school in point of attendance 
being in Washington, D. C., with 110 
and the smallest class in Easton, Pa., 
with 18. 
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From Our Side 


COMPANY We were incorporated in 1906. 
STANDING Our financial statement Octo- 


We Want a Man of Proven Ability 


To fill an important opening in our Home Office family 
The outstanding features of this position are: 


From Your Side 
QUALIFICATIONS: 


ord, a personality which makes 
friends and inspires confidence. In- 
itiative and imagination. 


THE ASSIGNMENT: Constructive 


A clean rec- 





EE Sv 54k edendeoenspecs $ 5,051,100.00 
RIEEEES sA0secésedconseees 250,000.00 
SURPLUS & SPECIAL 

Pees coenusévdesecce 275,138.00 


INSURANCE IN FORCE.... 35,000,000.00 
PERSONNEL: A well-balanced, depart- 


mentalized Home Office organization, 
needing only the additional agency talent 
now sought. Every official is a working 
factor. 


Unusually strong Board of Directors 
in whom stock control of the company is 
vested, whose personnel has remained 
unchanged for fifteen years. 


Loyal, energetic agency force, afford- 
ing an excellent foundation upon which 
to build. 


A company of proven stability with a 
record of steady substantial progress. 


‘ TERRITORY: We operate in OHIO, IN- 
DIANA, ILLINOIS, WEST VIRGINIA, 
MICHIGAN, PENNSYLVANIA and 
KENTUCKY, and write both Participat- 
ing and Non-Participating business. 





THE COMPENSATION: 


territorial development agencywise. 
Leadership and direction of the field 
forces. Acquisition of new agents 
of quality and character consist- 
ent with high standards, and seeing 
that they get started in the right 
way. We seek a man who desires 
a permanent tie in a field of larger 
responsibility and who knows the 
value of team work. 

No man 
who has been earning less than 
$8,000 to $10,000 need bother to 
give this consideration. The right 
man should be between 35 and 45 
years of age, in good health, ag- 
gressive, with a happy domestic 
life. He will receive a salary gen- 
erously fitted to the part we expect 
him to play in a forward movement 
agencywise. 


We Propose to Start at Once 


an aggressive and persistent enlargement of our productive capacity. 
Personal interviews will be arranged with men of promise. 


Address, personally and in confidence, stating just why you believe this is 
YOUR JOB. 


; WM. H. HUNT, President 


The Cleveland Life Insurance Company 
Cleveland, Ohio 




















A. A. Drew, Chicago general agent of 
the Mutual Benefit, said that conditions 
in Chicago have improved considerably 
during the past several years. He stated 
that the twisters in Chicago have been 
downed during the past year. Companies 
which formerly took business from twist- 
ers in Chicago. are now refusing it, Mr 
Drew declared. He said that all com- 
panies are examining the source of their 
business closely, and refusing to cooper- 
ate with twisters by writing their busi- 
ness. He cited as a specific case the 
Aetna Life which he said formerly took 
business from some twisters. The Aetna 
now, Mr. Drew stated, is strictly in line 
and assuming the same attitude towards 
the twister that has been followed by all 
the other old line companies. The Aetna. 
he asserted, is taking a determined stand 


“p-ainst the professional twister. Mr. 


Drew in concluding his talk paid a hand- 


“some compliment to retiring President 


Day, saying that he had built the associ- 
ation up to its present splendid point of 
efficiency, and made it the friendly thing 
that it is at this time. 


. Compliment from Bishop 


L. Brackett Bishop, Chicago manager 
of the Massachusetts Mutual, also 
heaped some encomiums upon Mr. Day’s 
head by stating that no president of the 
Chicago Association ever did so much 
for the organization as was done by Mr 
Day during the course of his two admin- 
istrations. Never, Mr. Bishop said, has 
the association enjoyed such prosperity 
and material advancement as under Mr. 


Day. 


FARM BUSINESS IMPROVING 
Des Moines Companies Optimistic as 
to Conditions in Rural Districts 
of Middle West 





DES MOINES, IA., Oct. 30.—The 
Equitable Life of Iowa submits a 40 
percent gain in business for the month 
of October in comparison with the same 
month a year ago as conclusive evidence 
that times are improving. Agents of 
the company report a most hopeful con- 
dition all over the midwest, especially 
among farmers. The claim is made 
that farmers are taking much more in- 
terest in life insurance than formerly. 

Dr. T. C. Denny, secretary and su- 
pervisor of agents of the Central Life 
of Des Moines, states that business for 
his company is running 45 percent ahead 
of a year ago in the way of new busi- 
ness and gives promise of breaking 
all records. Dr. Denny states that 
much new business is being secured 
from rural communities and this he con- 
tends is a hopeful indication of an im- 
provement in business conditions gen- 
erally. This is especially true of the 
financial outlook in Iowa. October has 
been made “Miller Month” in honor ot 
the new president of the company and 
agents are making a strong effort for 
new business under this slogan. 


Prudential Liable With Agent 


A decision rendered by Superior 
Judge Knight of Oakland, Cal., against 
the Prudential and its agent, J. G. Mc 
Donald, and awarding $10,000 damages 
to W. B. Dillon, due to injuries received 
when he was run into by an automobile 
driven by McDonald, will prove of great 
interest. The court held that the Pro 
dential was equally responsible, since 
McDonald, while hurrying to attend an 
agency meeting, was following the 
structions of his employer. Decision 
was rendered against the agent am 
company jointly. Due to the large num- 
ber of employes who use their own cafs 
while engaged on business for the't 
employer, the latter often compensating 
for the use of the car on a_ mileage 
basis, large corporations in particular 
have protected themselves against suc 
a contingency by carrying adequate lia- 
bility insurance. In view of the de 
cision rendered against the Prudential 
legal departments of life insurance 
companies will no doubt give caret 
consideration to this new development. 
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SCENTS DANGER AHEAD 


DEMAND STATE OWNERSHIP 





Radicals of Non-Partisan League Stamp 
Seek to Get Grip on Money 
Bags of Insurance 





Henry Swift Ives, secretary of the 
Casualty Information Clearing House of 
Chicago, told the Insurance Advertising 
Conference at its meeting in St. Louis 
last week that agents and companies 
should cooperate in offsetting radical in- 
fluence that is manifesting itself in va- 
rious directions, for eventually the 
states will take over the insurance busi- 
ness if the extremists prevail. He said 
that insurance enjoys a closer relation- 
ship to the public than any other inter- 
est, because it is something that people 
need. The people do not understand 
much about it at present. Mr. Ives said 
that insurance must be put in the show 
windows so that the public will know 
about it. He declared there is a con- 
stant wonder that the insurance business 
has developed as it has and the buyers 











HENRY SWIFT IVES 


Seeretary Casualty Information Clearing 
House 


know so little about it. He said that 
the legislative troubles with insurance 
are due largely to ignorance. 


A. C. Townley’s Desire 


Mr. Ives said that a communistic 
program involves the getting control of 
msurance activities. He quoted A. C. 
Townley of the Non-Partisan League as 
saying: “If the legislatures will put 
the state in the insurance business, we 
will have all the funds we need to con- 
Struct state elevators, establish state 
banks, etc.” In other words, the Non- 
Partisan League feels that if it gets hold 
ot the insurance companies, it will get 
hold of big money. Mr. Ives quoted 
President Kingsley of the New York 
ife in saying that the great danger to 
Msurance is the money that is in sight. 
he radicals are seeking a way to get 
hold of it. This causes public agitation 
‘or state ownership of all social utilities. 
Mr. Ives said that no busines can be 
put under state ownershin without en- 
dangering all others. He quoted the 
President of the American Bankers As- 
‘ociation as saying that there are 1.000,- 
0 radicals now in the United States 
and 1.000 radical newspapers and jour- 
nals of various kinds. Mr. Ives said 
that it is time that the people are being 
roused to the situation and should try 
to Protect themse!wec 





Illinois Life Convention 
The 15th annual convention and ban- 
Suet of the Green Signal Club of the 


[noi Life, composed of its agents in 
Mois, will be held in Chicago, Jan. 5. 
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to acquaint Agents with the Missouri 


& is one of a series of advertisements 
State Life Accident Policies and their uses. 
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The Champion Income Accident Policy 


The Champion INCOME Accident Policy fills a long-felt want for exclusive Income Insur- 
ance suitable for bachelors or prospects with heavy Life Insurance coverage. Prospects of 
this kind have always felt that principal sum coverage was a means of forcing superfluous 
Life coverage on them along with the Income Insurance they wanted to buy. 
delayed buying in hopes of finding a policy like the new Champion INCOME Accident. Now 
you can offer it to them,—the very thing they want. 
The Champion Accident Policy, companion to the Champion INCOME Accident Policy, has 
earned a reputation for being the broadest and most liberal policy on the market, superior 
in several respects to even the most liberal competitive policies. The Champion INCOME 
Accident Policy—differing only in the absence of principal sum—is rapidly taking its place 


as the leader in the new field. 


Sell this new policy under a liberal contract direct with this company. 


Many have 


MISSOURI STATE LIFE INSURANCE COMPANY 


HOME OFFICE: SAINT LOUIS 


M. E. SINGLETON, President 
LIFE 


ACCIDENT 


HEALTH 


GROUP 
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Could You Laugh 
At Themistocles? 


HEMISTOCLES, the old Athenian, had a hard time 

making it, but his place in history is everlasting. 
Personal vanity was his trade mark, and “I, Themis- 
tocles” his favorite quotation. Whenever his followers 
would build triumphal memorials, he would have his 
private mason inscribe on the cornerstone, “I, Themis- 
tocles, the Athenian,” did this or did that. 


People began to laugh at him. And finally, although 
Marathon and Salamis proved his right to a good bit of 
boasting, he was banished. Xerxes, the Persian,captured 
him in exile. Despite his dismissal by his country, 
Themistocles refused all the offers from his captor, 
fervidly avowing his patriotism with his same old lines: 





















‘*I, Themistocles, the Athenian, won at Marathon and at 
Salamis, and the evils that I have done to the Persians are 
numerous; my mind is suited to my calamities; I am 
prepared alike for favors and for anger; my wife and my 
children have been provided for—therefore, O, Persian 
King, I, Themistocles, the Athenian, am ready to die.’’ 


Notice that climax to his speech of defiance: “My 
wife and my children have been provided for!” 


Throughoutall his struggles against his many enemies, 
the sturdy old warrior had always a thought fcr his fami- 
ly’s future. Why is it that in these peaceful times, with 
life insurance so easy a matter, there are many who can- 
not boast as truthfully as old Themistocles? 


The Prudential 
Insurance Company of America 
EDWARD D. DUFFIELD, President 


Home Office, Newark, New Jersey 























AGENT’S WORK IS CUT 
HAS NEW APPLICATION BLANK 


New York Life Issues Form Greatly 
Abbreviated for Agent—Also 
Changes Policy 


The New York Life has issued a new 
application blank for use with all its life 
forms, which is an innovation in this 
particular phase of the agent’s workihg 
stock. It is reduced from a long and 
detailed life history to a very brief ques- 
tionnaire as to the essentials only. The 
agent is no longer asked to inquire as to 
the personal atfairs or physical condi- 
tion of the prospect. That is left entirely 
to the physical examiner. The company 
has found that the questionnaire as re- 
turned by the agent has more often rep- 
resented what the agent would like to 
have on the application than what could 
be found upon an unbiased examination. 
This is the natural tendency for a sales- 
man when attempting to make a sale. 
Under the new form the agent merely 
secures sufficient information upon which 
to base a thorough examination and in- 
vestigation. 

Policy Form Revised 


The company has also issued a new 
policy form which clarifies and simplifies 
the contract. The disability clause is 
slightly changed, the new clause provid- 
ing that disability shall be deemed to be 
total whenever the insured is wholly dis- 
abled by bodily injury and disease and 
that disability shall be presumed to be 
permanent whenever the insured will 
presumably be so totally disabled for 
life or after the insured has been so to- 
tally disabled for not less than three con- 
secutive months. The company will pay 
the disability income beginning immed- 
iately on receipt of proof instead of re- 
quiring a waiting period. The clause 
further provides for total and permanent 
disability in the case of “loss of use” of 
both hands and feet or one hand and one 
foot, as well as irrecoverable loss. The 
double indemnity clause is clarified and 
condensed. The company states on the 
face of the policy the exact amount pay- 
able under the double indemnity clause 
instead of merely stating that double the 
face of the policy will be paid. The 
period following accidents during which 
the double indemnity clause will be ef- 
fective has been made 90 days. The com- 
pany has placed paid up insurance on a 
participating basis. No interest will be 
required in the future during the grace 
period. The New York Life has also 
stated on the face of the policy that it 
is a mutual company, this feature not 
having been placed in print on the policy 
heretofore. 


New Blank Abbreviated 


The New York Life’s new application’ 
blank, that part filled in by the agent, is 
as follows: 


APPLICATION TO THE NEW YORK 
LIFE INSURANCE COMPANY — 
PART I 


(Print name in full) 
1. Residence Place of Business 


m FP. Diss. 
Name of firm or employer 
Present occupation 





















POLICY LOANS CAUSE LAPSES 
Have You found a way to stop this waste? 
Our plan IS saving millions for many Companies and is the result of twenty- 
two years of research and experience. 


THE OTIS HANN COMPANY 
Chicago, 


10 So. La Salle St. Illinois 














fe 


a ee ee Pee eee ree 
5 ata 4 he ees ere ee 
Married/not married (strike out one). 


a is ae i cls ae nl ae i ead 
Send all communications to residence, 
place of business (strike out one). 
Former residence* 
Former place of business* 
Former firm or employer* 
*No answer required unless change has 
taken place within past two years. 


Apply to the New York Life Insurance 
Company for Insurance as follows: 


Sum to be insured, $ 
Premiums—how payable 
Age nearest birthday 
3. Plan of insurance 


9 


With/Without Disability Benefits and 
Double Indemnity Benefit, strike 
out benefits not desired). 

Policy to take effect as of: Date of this 
application/date policy is written 
(strike out one). 

Dividend to be (a) paid in cash; (b) 
applied toward payment of pre- 
miums; (c) applied to purchase ad. 
ditional paid-up insurance; (d) left 
to accumulate at interest, subject 
to my order; (e) applied on the 
accelerative endowment plan (strike 
out four). 

Note—Option (e) applies only to en- 
dowment policies containing the ac- 
celerative endowment option. 

I designate as beneficiary to receive 
the proceeds of policy in event of 
death, and reserve the right to 
change the beneficiary from time to 
time, 

Beneficiary 

(Print name in full) 

Who resides at 


ov 


bad 


State name of company and amount 
(if none, say none) 
(b) Of this insurance the amount 
which includes benefits in event of 
total disability is $ 

Additions or amendments 

office use only). 

It is mutually agreed as follows: 1, 
That the insurance hereby applied for 
shall not take effect unless and until the 
policy is delivered to and received by the 
applicant and the first premium thereon 
paid in full during his lifetime, and then 
only if the applicant has not consulted 
or been treated by any physician since 
his medical examination; provided how- 
ever, that if the application, at the time 
of making this application, pays the 
agent in cash the full amount of the first 
premium for the insurance applied for 
in Questions 2 and 3 and so declares ir 
this application and receives from the 
agent a receipt therefor on the receipt 
form which is attached hereto, and if the 
company after medical examination and 
investigation, shall be satisfied that the 
applicant was, at the time of making this 
application, insurable and entitled under 
the company’s rules and standards to the 
insurance, on the plan and for the 
amount applied for in Questions 2 and 3 
at the company’s published premium rate 
corresponding to the applicant’s age 
then said insurance shall take effect and 
be in force under and subject to the pro- 
visions of the policy applied for from 
and after the time this application is 
made, whether the policy be delivered to 
and received by the applicant or not. 2 
That a receipt on the form attached asa 
coupon to this application form is the 
only receipt the agent is authorized to give 
for any payment made before the delivery 
of the policy. 3. That only the president, 
a vice-president, a second vice-president 
a secretary or the treasurer of the com- 
pany can make, modify, or discharge 
contracts, or waive any of the company’s 
rights or requirements; that notice to or 
knowledge of the soliciting agent or the 
medical examiner is not notice to or 
knowledge of the company, and that 
neither one of them is authorized to ac- 
cept risks or to pass upon insurability 
4. That by receiving and accepting said 
policy, any additions or amendments 
hereto which the company may make ant 
entitie 


(for home 


refer to in Question 7 above 
“Additions or Amendments” are hereby 
ratified. 

Dates Bt... ccecsccccseve Gs cece caed day 
— ArT TT 19 oon 
Wétmeesed BY... cccccscccccccsecced Agent 


Other Agents ’ 
Signature of person applying for insur 
ance: 


(Write the name in full) ' 
Nemes and residences of three intimate 
friends: 


Federal Reserve’s Local Drive 


The Federal Reserve Life of Kat- 
sas City, Kan., is putting on a campaigt 
for $5,000,000 of new business in_ that 
city. At a dinner to agents, officials. 
employes and business men last week, 
applications for more than $400,000 
were presented at one time. William 
R. Baker, superintendent of insurance, 
and Arthur Capper, United States sen@ 
or, were the chief speakers. The Fed- 
eral Reserve recently announced that 
it would discontinue the sale of stock 
with policies. The company has_just 
completed a new office building in Kat 
sas City, the largest office building ™ 
the city. The company uses only one 
floor and has the remaining space lease¢ 
at good rentals and with a provision 
that the company may take over add 
tional space as its needs require. 








Increasing Agency Plant 
The Protective Life of Birmingha™ 
Ala., is appointing a large number ° 
promising new agents and expects = 
write $20,000,000 of new business in 192* 
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SUBJECT IS IMPORTANT 


TO DISCUSS IT NATION-WIDE 
“Life Insurance and Banking Credit,” 
December Topic for Associations, 

Is of Interest 








The subject to be discussed by lo- 
cal associations of life underwriters 
throughout the country at their Decem- 
ber meetings, as suggested by the new 
program of the National Association, 
brings up one of the most importan. 
phases of present-day solicitation. “Life 
Insurance and Banking Credit,” which 
is the general subject to be considered 
nationally, is one of the most important 
developments in recent years and is 
one of the factors that combine to 
bring the great professions of banking 
and insurance on a common ground. 
It is the basis for the sale of a great 
volume of life insurance which is sold 
under the classification of “business in- 
surance.” The national discussion of 
this subject will doubtless be of great 
benefit to life underwriters everywhere 
and develop the idea strongly for those 
who have not heretofore been impressed 
with its importance. 


Foundation of Credit 


Insurance, considered generally and 
including the fire and casualty lines, 
has been conceded to be the very foun- 
dation of credit in this country and of 
recent years life insurance has been 
growing in importance in this connec- 
tion. Some of the great financial deals 
are today the result of life insurance. 
The total of industrial and financial de- 
velopments that have been made possi- 
ble through life insurance would doubt- 
less reach an unbelieveable figure, if a 
computation of such sales could be 
made. Life underwriters who are spe- 
cializing in business insurance report 
that their sales that are consummated 
for the purpose of credit extension have 
reached a notable’ percentage of the to- 
tal sales and appear to be constantly 
growing through increased appreciation 
of the credit value of life insurance. 


Banks Adopting Idea 


One of the greatest forces adding to 
the growth of such sales is the influ- 
ence of the banks themselves, for they 
are now taking up this feature in ear- 
nest. Many banks now include in all 
credit extension questionnaires a _ re- 
quest for information as to life insur- 
ance carried by the borrower. Even in 
the cases where the question is not ac- 
tually on the blanks, it is usually asked 
and has an influence in the extension of 
credit. Banks do not grant the credit 
on the strength of the life policy, nor 
do they always refuse flatly in case of 
its absence, but the existence of a life 
policy has a great influence on the ex- 
tension of credit and is often a guide 
for the banker in his final determina- 
tion. In some cases, indeed, credit may 
be refused through lack of such a pol- 
icy. This feature is growing in impor- 
tance and it is now not uncommon for 
a business man to seek life insurance 
to cover a certain transaction, for the 
benefit of the bank and as a guarantee 
of ability to carry out the proposed 
Program. Not only do cases of this 
kind arise for specific purposes, but the 
constant hammering of fhe idea of life 
msurance by the bankers has its influ- 
ence on the borrower and acts as a 
silent salesman for life insurance. When 
the prospect is impressed with the re- 
gard in which his banker holds life in- 
surance and the importance placed upon 
its protection, he will be more easily 
sold by a life underwriter. 


Wide Field Is Found 


Po is the natural outgrowth of the 
ie * Protection. If a prospect has 
x rtain project under advisement and 
: put his ideas into action with a 
€rtain extension of credit for which 
ee unable to place collateral, the life 
surance policy can be a_ substitute. 
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This is one of a series of messages appearing cach week. 
Watch for the one to appear next week. 


PROGRESS— 
The Reward of Service 


Every life insurance organization, whose 
business practices are guided by the lofty 
ethics of the life insurance fraternity, is 
rewarded by growth, commensurate with 
the service rendered. 




















The Grizzard System was conceived with 
the idea of giving the greatest of service. 
No effort is spared at any time to bring 
to the policy holder the utmost of real 
guidance in following the right course to 
accomplish the life insurance ideal. 
















It is this factor, coupled with the monthly 
budget deposit method, that is placing the 
Grizzard System upon such a solid founda- 
tion and such a permanent basis. 












Ask for a free copy of Radio 
Address on ‘‘Life Insur- 
ance,’’ by James A. Grizzard 





















GRL. 


Pronounced Griz~-ard’ 


SYSTEM 


GRIZZARD SYSTEM OF GRIZZARD SYSTEM OF 
CHICAGO, Incorporated : OHIO, Incorporated 

Illinois Merchants Bank Bldg., Chicago 308 Euclid Ave., CLEVELAND 

GRIZZARD SYSTEM OF 16 E. Broad St.,. COLUMBUS 


MICHIGAN, Incorporated Metropolitan Bldg., AKRON 
Ist Natl. Bank Bidg., Detroit Daily News Bidg., CANTON 




















GRIZZARD SYSTEM OF AMERICA, Incorporated 
Executive Offices, Illinois Merchants Bank Bldg. 


CHICAGO 
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SHIELD POLICIES _ 


Ordinary Life a 


Industrial Life Insurance 
Health § Accident Insurance 


MORE THAN $30,000,000.00 


Paid in Claims during the last 20 Years 


C.A. CRAIG, Presivent W.S. BEARDEN, Secy.-Treas. 


THE NATIONAL LIFE & ACCIDENT INSURANCE Gv 


HOME OFFICE: NATIONAL BUILDING | 
NASHVILLE — TENNESSEE 


— — 


i. A. HOPF AND COMPANY | 


MANAGEMENT ENGINEERS 

Specializing in Advisory Work'for Insurance Companies | 
} 

| 
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Organization 
Methods 


Equipment Standardization 


Personnel Modern Office Planning 


a Main Office: 40 Rector St., New York Western Office: 327 S. La Salle St., C sun 








INDIANA 


“LA FAYETTE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 
KANSAS KENTUCKY MISSOURI NEBRASKA 


OHIC ILLINOIS IOWA MICHIGAN 























OPENINGS 


To Fit the Needs 


of different kinds of prospects 
our Note Book Lead System em- 


CLEVELAND 
CINCINNATI 
GRAND RAPIDS 
SEATTLE, WASH. 


auanenan. ploys a different lead for each 
IND. group of prospects. 
TOPEKA 
SPRINGFIELD, Results speak for themselves. 
* ILL. 
FORT WAYNE On Agency matters address: 
ROANOKE O. J. LACY, 2d Vice-President, in charge of Agencies 
CHATTANOOGA 
PADUCAH " ° 
SAULT SAINTE The Minnesota Mutual Life 
neces Insurance Company 
BOISE Commerce Bldg. St. Paul 


LEXINGTON, KY. 





























Even where the man’s integrity, ability 
and reputation assure the completion of 
the project, the bank wants some as- 
surance that he will live to carry out 


his plans. He may be able to finish 
the work, if he lives, but, should he 
die, the entire program would fail to 


materialize. In such cases the life pol- 
icy is the guarantee of life or the fi- 
nancial success of the entire project. 
The possibilities of such sales can 
readily be seen, ranging from a small 
extension to present plant to a great 
construction contract. Contractors make 
excellent prospects for “credit life in- 
surance,” many now carrying large 
sums of life insurance to guarantee the 
large building projects in case of death 
of the contractor. Anyone who is be- 
ginning an industrial undertaking or a 
business project of any kind may need 
this guarantee of protection. It may 
even be used in the case of temporary 
financial stringency, although in such 


cases the stability of the policy might | 


be an uncertainty. In many cases there 
may be the danger of cancellation at 
the end of the period for which the loan 
was sought, but agents have found that, 
once sold, these policyholders more 
often retain the policies. 


INDIANAPOLIS INSTRUCTORS 





Topics for Life Insurance Course at 
Y. M. C. A. and Lecturers on 
Each Announced 





The committee of the Indianapolis 
Association of Life Underwriters in 
charge of the special life insurance sales- 
manship course to be given in the local 
Y. M. C. A, during the next few months, 
has completed the staff of instructors 
who will work under Harry W. Mason 
of the Penn Mutual, who will be head 


instructor. Topics and those who have 
been assigned to lecture thereon are 
as follows: 


“Corporation Insurance,” Frank L. 
Jones, president Indianapolis Associa- 
tion and general agent of Equitable of 
New York; “Life Insurance Companies’ 
Investments,” Thomas S. McMurray, 
Jr., insurance commissioner of Indiana; 
“Life Insurance History,” Charles F. 
Coffin, vice-president State Life; “Life 
Insurance as Applied to Bank Credits,” 
Henry Eitel, vice-president Indiana Na- 
tional Bank; “Systematic Work,” Man- 
sur B. Oakes, Insurance Research and 
Review Service; “Trust Estates,” Ward 
H. Hackleman, Massachusetts Mutual; 
“Meeting Objections,” Frank P. Manly, 
president Indianapolis Life; “Insurance 
Law,” Guilford A. Deitch, general coun- 
sel Reserve Loan Life. 

“The Ordinary Life Policy,” Isaac 
Pinkus, Northwestern Mutual; “Part- 
nership Insurance,” W. A. Courtright, 
Penn Mutual; “Budgets,” G. A. Rams- 
dell, Mutual Life of New York; “En- 
dowments,” Otis E. Logan, Provident 
Mutual Life; “Eliminating Lost Mo- 
tion,” P. W. Simpson, Aetna Life; “Sul- 
livan’s Estate,” Elbert Storer, Bankers 
Life; “Monthly Income,” C. F. Davis, 
State Mutual; “The $1,000 Policy,” W. 
W. Harrison, New York Life. 
“Responsibility of the Agent,” Irving 
Williams, editor “Rough Notes”; “En- 
dowment Income,” F. M. Dickerman, 
Guardian Life; “Life Insurance as a 
Vocation,” Joe C. Caperton, Indianap- 
olis Life; “Life Insurance for Women,” 
W. J. Greenwood, Mutual Benefit; “Old 
Age Pensions,” Edgar Webb, Equitable 
Life of New York; “Annuities,” Grant 
Sharpe, Phoenix Mutual; “Securing New 
Prospects,” Dan Flickinger, John Han- 
cock; “Estate Tax,” W. H. Smith, Mu- 
Life of New York; “Insurance 
Needs,” Wilmer Christian, Equitable 
Life of Iowa; “Salesmanship,” D. E. 
McDonald, Life Insurance Company of 
Virginia; “Mortgages,” Russell T. By- 
ers, American Central Life. 

The classes will begin about the mid- 
dle of November and there will be two 
sessions a week, 


George J. Jeffrey, former reinsurance 
underwriter for the Business Men’s As- 
surance, has been elected assistant sec- 








—— 


HOME LIFE INSURANCE Co. 
New York 


WM. A. MARSHALL, President 
The 63rd Annual Report shows: 
Premiums received during the year ages. $ 7,369,835 
Payments to Policyholders and _ thet 
beneficiaries in Death Claims, Endow- 


ments, Dividends, Etc............... 5,400,769 
Amount added to the Insurance Reserve 
enegceccoesegseccensecedooccce 2,206,762 
Net Interest Income from Investment.. 2,110,922 
a 352 in excess of the aoeeet 
juired to maintain the reserv 
Actual mortality experience $2.87 % of 
the amount expected. 
Insurance in Force..............sees++ 232,163,052 
Admitted Assets ..........ccccceceeees 46,253,715 


FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and 
Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank 


Building 
CINCINNATI, OHIO 





HOYT W. GALE 
General Manager for Northern Ohie 
220-: Leader-News Building 
CLEVELAND, OHIO 











New Policies 


New and appealing line of 
policies being written. 
Rates exceptionally attrac- 

tive. 
Unusual contracts toagents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 
LIFE INSURANCE COMPANY 
Burlington, lowa 











retary of the Peerless Life of Kansas 
City, 








Eureka Life 


Insurance 


OF BALTIMORE, MD. 


Incerporated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 


J.C. MAGINNIS 
President 


J. BARRY MAHOOL 
Vice-President 
J. N. WARFIELD, Jr. 
y-T 


DR. J. H. IGLEHART 
Medical Director 
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SOON TO JOIN HANDS 


MERGER NEAR CONSUMMATION 
Standard Life of St. Louis and Com- 
monwealth Life of Omaha Apply 
for Proper Authority 





An application has been filed with the 
Nebraska department by the Standard 
of St. Louis and the Commonwealth 
Life of Omaha for permission to con- 
solidate. Examinations of the two com- 
panies have been ordered by Mrs. Mary 
A. Fairchild, in charge of the bureau, 
and when this is completed the matter 
will be presented to her for approval. 
A year ago W. B. Young, then commis- 
sioner, issued an order denying a mer- 
ger and sharply criticized the accounts 
of the Commonwealth. 

This was followed by a statement 
from the officials of both companies 
stating that they had never made any 
formal application for the merger of the 
two and that Mr. Young’s order was 
uncalled for, in that his approval had 
not been asked. The matter was taken 
up several times with Secretary J. E. 
Hart of the department of trade and 
commerce, who had the final say in in- 
surance matters, and he referred the 
entire matter to the attorney general. 

Both of the companies have been 
prosperous concerns, and in a measure 
were directed by the same set of officers. 
It is understood that this time the mer- 
ger will be ‘approved, although Mrs. 
Fairchild says that this statement is 
premature in view of the fact that the 
results of the examinations have not 
been communicated to her. 

At the time the matter was before the 
department a year ago, the Standard 
was listed as from Decatur, Ill. It had 
insurance in force in Nebraska totaling 
$1,278,732 on the 31st of last December; 
a premium income for the year of $36,- 
90 and losses of $11,800. Its gain and 
loss exhibit showed an addition to sur- 
plus of $37,075 during the year, with 
$28,000 dividends to stockholders and 
$33,000, or three times as much, in 1921, 
to policyholders. It has a capital stock 
of $225,000. 

_ The Commonwealth had insurance in 
force in Nebraska on the 31st of last 
December of $17,660,000 a premium in- 
come of $500,905 and losses of $72,770. 
Running expenses for 1922 were $116,- 
859; it paid dividends to stockholders 
on its $100,000 capitalization of $10,000; 
dividends to policyholders were $5,302. 
It gained in surplus $161,000 during the 
eek as compared with $71,000 the year 

ore. 


OFFERS INSURANCE COURSES 





Ohio State University Features Various 
Branches of Business in College of 
Commerce 





An insurance group is provided for in 
the new four-year courses of the College 
of Commerce of the Ohio State Uni- 
versity at Columbus. The college course 
a8 arranged for insurance students in- 
cludes in addition to the regular college 
work in English, literature, history and 
the sciences, courses in economics, ac- 
Counting, statistics, corporation finance, 
law, banking, investments, sociology, 
Psychology, business writing, public 
speaking, advertising and selling. The 
Courses in insurance are life insurance, 
ire and marine insurance, casualty and 
miscellaneous insurance, social insur- 
ance, and insurance agency organization 
and methods. 
apttdents who wish to become actu- 
ak are given the opportunity to sub- 
7 _ for other work eight courses in 
= ematics, Statistics and actuarial 
th nee, The insurance group is under 
pd tame of Prof. J. Anderson Fitz- 


m.. K. Hegeman, Jr., son of the late 
ent of the Metropolitan Life, died 











‘We Got Der Moon, Aind’t It?” 


This was the way a famous Missouri politician re- 
plied to his critics when they complained about 
their city’s lighting system. 


Now we “aind’t got der Moon,” but with our Sales 
Planning Department, developing prospects and 
arranging for interviews, with our low-cost Stand- 
ard Policies, and our complete line of Substandard 
Policies, to say nothing of our special feature Poli- 
cies and Accident and Health Department, our 
Agents are sitting “A-top o’ the Earth.” 


Since January 1st, we have given to our Agents the 
names of 10,000 good, live prospects. From these 
prospects more than five millions of Life Insurance 
has already been written. We are also at all times, 
devising plans which will make our Agents’ work 
easier and which will result in bigger, brighter and 
better business for them. 


We have room in our fast-growing organization for 
a few more men who would like to take up Life In- 
surance work under ideal conditions. 


ADDRESS 
E. G. SIMMONS, Vice-President and General Manager 


PAN-AMERICAN LIFE INSURANCE CO. 


NEW ORLEANS, U. S. A. 


CRAWFORD H. ELLIS, President 








at his home at Sheffield, Mass., last week. 
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MUTUAL TRUST 


LIFE INSURANCE COMPANY 
of Chicago 


> 
> < 2a 


now occupies its new home in 


THE CHICAGO TEMPLE 


where with its increased facil- 
ities, it is the more prepared 
to adequately serve its policy- 
holders, agents, and friends. 
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New Home Office Address: 
THE CHICAGO TEMPLE 
Clark and Washington 
CHICAGO ILLINOIS 
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DECISION ON PREMIUMS 


CALIFORNIA CASE COMES UP 





Supreme Court Holds That Assessments 
on Old Business of Bankers Life 
Are Taxable 





The California supreme court in a re- 
cent decision, Bankers Life of Iowa vs. 
Richardson, decided what constitutes 
gross premiums of foreign insurance 
companies under the California law. 
The Court Decisions Reporting Corpor- 
ation has the following summary of the 
case and decision: 


Bankers Life Company, an Iowa in- 
Surance company, brought four actions 
to recover excess taxes alleged to have 
been illegally levied and collected by the 
state of California. The California con- 
stitution provided in part as follows: 

“Every insurance company or associa- 
tion doing business in this state shall 
annually pay to the state a tax of one 
and one-half percent upon the amount 
of the gross premiums received upon its 
business done in this state, less return 
premiums and reinsurance in companies 
or associations authorized to do business 
in this state; provided, that there shall 
be deducted from said 1% percent upon 





























tepaayg__ E 


©. C. L. BUILDING 


Age Limits from 2 to 60. 





Premium plan. 


Same Rates for Males and Females. 


work for nothing. 


_ THE OLD COLONY LIFE 
INSURANCE COMPANY 


of CHICAGO, ILL. 


The Company has its Home Office in its own building 

at 166 W. Jackson Blvd. running through to Quincy and 

pose Street, right in the heart of Chicago’s Financial 
t. 





Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


Policies for substantial amounts (up to $3,000) for Chil- 
dren on variety of Life and Endowment plans, thus 
enabling parents to buy all of the Family’s insurance 
on the Ordinary, i.e. Annual, Semi-annual or Quarterly 


Participating and Non-Participating Policies. 
Double Indemnity and Total and Permanent Dis- 


ability features for Males and Females alike. 
Standard and Substandard Risk Contracts, i. e. less 


ADAMS ST. ran 
Continental 
E Guinea ; sea i. 
Nat'l. Bk. E e res 
4 QUINCY ST. ~ of 
Saye. me. 
Res. Merchants 
Bk. Trust Co. 
JACKSON BOUL. rl 
Insurance Board 
Bachange Tate | 
























































the gross premiums the amount of any 
county and municipal taxes paid by such 
companies on real estate owned by them 
in this state. This tax shall be in liey 
of all other taxes and licenses, state, 
county and municipal, upen the property 
of such companies, except county and 
municipal taxes on real estate, and ex. 
cept as otherwise in this section pro- 
vided.” 


Are Assessments Premiums?t 


It also provided that the legislature 
was authorized to impose on foreign in. 
surance companies doing business in the 
state the same obligations and prohibi- 
tions as were imposed on California in. 
surance companies by the states of such 
foreign companies. Later legislation 
fixed the rate of taxation at two per. 
cent and provided that the “retaliatory” 
obligations and prohibitions “must” be 
imposed. 

Bankers Life Company was engaged in 
writing insurance in California, both on 
the level premium plan and on the as- 
sessment plan. The state of California 
levied a tax both on the premiums re- 
ceived and the assessments collected 
The primary question presented was 
whether assessments collected by Bank. 
ers Life Company from its members 
under its assessment contracts might be 
included as “gross premiums” received 


on its business done in California, and 
taxed as such. 
Decision of the Court 
Held, that all earnings of Eankers 


Life Company from its insurance busi- 
ness in California, whether stipulated 
premiums or assessments, were included 
in the term “gross premiums,” and were 
taxable as such by the state. 

As to the construction of thé “retalia- 
tory” provision, the court said: 

“If, in any year, the amount of level 
premium business done in California by 
the foreign insurance company should so 
far exceed the amount of assessments 
received by it that the total of the Cali- 
fornia tax at the established rate of two 
percent on the ‘gross premiums’—as that 
phrase is defined in this opinion—would 
be less than the Iowa tax at 2% percent 
on the level premium business alone, the 
state of California would have the right 
to impose upon the foreign corporation, 
by way of a retaliatory tax, such addi- 
tional sum as would make the total equal 
to the amount of the tax that would be 
realized were the rule of taxation in 
Iowa, relating to foreign insurance com- 
panies, applied to the Iowa company’s 
business transacted in California.” 


Burruss in St. Louis 

William B. Burruss, inspirational sales 
counsellor of Kansas City, formerly con- 
nected with the Provident Mutual Life 
for some 17 years, has been retained by 
Walter L. Michener, general agent for 
the Provident Mutual in St. Louis, to 
deliver a number of his “pep” talks to 
leading civic and business organizations 
in St. Louis during the present week. 

His week opened with a talk on 
“Shakespeare, the Salesman” before the 
Sales Managers Association. Tuesday 
he delivered the same talk to the Ro 
tary Club. He -will also deliver talks 
before Washington University students, 
at Soldan high school and before many 
other organizations. He will vary his 
subject according to the audience, se 
lecting from “Shakespeare, the Sales 
man,” “Fools,” “Wishers and Want- 
ers,” “Value of Loyalty,” “Givers and 
Getters” and “What All the World Is 
Seeking.” 


Takes Foraker’s Old Office 


John R. Irby, manager of the Pru 
dential at Cincinnati, has taken a hand- 
some suite of offices in the Traction 
building, where he will set up a com- 
plete equipment for his growing general 
agency. The offices are those occupied 
for many years by the late United States 
Senator J. B..Foraker and are especially 
well fitted up. Mr. Irby’s agency % 
producing $7,000,000 a year and is grow- 
ing rapidly. ; 
Among the recent additions to 1s 
force is Walter L. Klein, who went 
with the agency only a few weeks age 
and who has already written ove 
$1,000,000 of busiriess. Mr. Irby says 
Mr. Klein is a $2,500,000 a year pro 
ducer. 
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Insurance Is Being Popularized 


THE meeting of the INSuRANCE Ap- 
VERTISING CONFERENCE in St. Louis im- 
pressed all who attended with the fact 
that there is a new era in the method 
of popularizing insurance of all kinds. 
Companies are appreciating the value 
of getting themselves known more fa- 
vorably to the public through the me- 
dium of printers’ ink. This is being 
done in various ways. Some companies 
are entering the general magazine field, 
some are advertising in daily papers. 
Some are using the mails. There are 
various forms of publicity. The com- 
panies in the past have not followed 
effective publicity methods. They en- 
deavored to advertise without under- 
standing the psychology of advertising. 

One of the big things that the pub- 
licity men of insurance companies have 
done is to get up attractive and pulling 
copy. They have entirely eliminated 
the old dead, colorless, bloodless adver- 


tising copy and today are producing a 
brand that is creating many friends for 
their companies. These publicity men 
are studying public psychology. They 
are experimenting along many lines. 
They are keeping pace with the best 
publicity methods being used by other 
great activities. 

The literature being gotten out by the 
publicity departments for the use of 
agents is far in advance of what it was 
a few years ago. Insurance companies 
have seen the advantage of having their 
advertising and publicity treated by ex- 
perts the same as their underwriting. 
Publicity and advertising constitutes a 
special field deserving of expert treat- 
ment. The successful handling of pub- 
licity of all kinds requires people of 
particular genius and talent. The ad- 
vertising department people in insur- 
ance through their organization are do- 
ing a magificent piece of work. 


Policyholders the Best Prospects 


ASSISTANT SUPERINTENDENT OF AGEN- 
cies JAMES F. Ecan of the STANDARD 
Lire of St. Louis declares that the 
policyholders of a company constitute 
the best prospects for new business. 
Every policyholder has been converted 
and believes in insurance. He has been 
sold on the insurance idea. Mr. Ecan 
says that the agent will find it easier 
and much more prefitable to place new 
policies with his policyholders and 
members of their families than to go out 
and make friends and sell them on a 
cold canvass. 

Mr. ‘Ecan, like many other field gen- 
erals, urges agents to keep in touch with 
policyholders, cultivate them, put the 
assured under obligation to them, and 
in every way pave the path for future 
business. 

Mr. EGAN refers to an Indiana general 
agent who suffered from a severe phy- 
sical disability. He is not able to get 
around among his policyholders, but has 
such a hold on them that they come to 
see him. This agent, through his friend- 


ship, is able to write business while 
these policyholders are calling to see 
him. He has established very close and 
confidential relations with his clients. 
More than 60 percent of his policyhold- 
ers carry from two to six policies in his 
company. They help him in every pos- 
sible way. 

As Mr. EGan points out, any agent 
who has from 200 to 500 policyholders 
whom he can reach regularly, is po- 
tentially a man of independent fortune 
if he only recognizes it. Here is a won- 
derful basis for big business. 

An agent that has this many policy- 
holders is able to concentrate his efforts 
and to lose the least possible time. The 
personal friendship of policyholders is 
worth much to an agent. Their insur- 
ance needs should be studied. As any 
change comes to them to bring on ad- 
ditional obligations, the insurance man 
should be there with intelligent advice. 
The really unselfish interest in their 
welfare is highly appreciated by the 
people he has served. 


Concentration Always Pays 


Pastures that are distant often look 
very alluring. We cast our eyes across 
the field and see what seems to be very 
succulent herbage in the other field and 
yearn for it. The New ENGLAND Mutua. 
Lire recites a case of one of its agents 
in a small town of 10,000 people, a 
county seat. This man in discussing 
his business found that 95 percent of it 
came from a territory within a radius 
of one block from the court house. 


This concentration of business has been 
kept up for 17 years. It shows what 
can be done in a very small territory 
where intelligent and systematic work 
is done. Another agent went to Pitts- 
burgh a stranger and at the end of the 
first year paid for over $700,000. This 
man concentrated his soliciting chiefly 
to a few large office buildings. Con- 
centration pays, as any agent will learn 
who tries it. 





Steve B. Hewes, with the William L. 
McPheeters general agency of the 
Union Central in Cleveland, although 
selling insurance only about eight 
months of the year, has easily led the 
Cleveland agency with a production of 
nearly a million a year. His latest 
achievement was to write three $25,000 
cases within ten days, all on first inter- 
view. These were ordinary life income 
policies at ages 50, 51 and 54, with total 
premiums of $3,853. Mr. Hewes has 
developed a strong presentation through 
comparing a man’s general estate with 
an estate created by life insurance. It 
was this method that was used in se- 
curing these three cases. 

Charles F. Coffin, vice-president of 
the State Life, was chairman of the 
great public mass meeting held last 
week to welcome and hear David Lloyd 
George, former British premier, when 
he was in Indianapolis. About 10,000 
persons were in the audience. 


W. J. Fischer, general agent for the 
Northwestern Mutual Life in St. Louis. 
celebrated his 60th birthday: Oct. 24. 
Mr. Fischer was born in Alton, IIl., Oct. 
24, 1863, and was educated in the pub- 
lic schools of that city. He is one of 
St. Louis’ best known insurance men, 
and is a member of the Glen Echo 
Country Club, City Club and Missouri 
Athletic Association. 

James M. Dickey, formerly manager 
of the Mutual Life at Erie, Pa., and 
afterwards manager of the Philadelphia 
office, where he built up a_ splendid 
agency and developed an unusually large 
business, has been spending the sum- 
mer at the Battle Creek Sanitarium, 
since his health failed him and he was 
obliged to retire. Mr. Dickey is about 
to leave for the Florida Sanitarium, Or- 
lando, Fla., where he will spend the 
winter. His many friends hope to see 
him back in the business next spring. 


Compilation of two handsome scrap 
books, each containing several hundred 
clippings of articles, sketches, essays 
and editorials pertaining to the late 
Morgan G. Bulkeley, published by news- 
papers and magazines in all parts of 
the United States at the time of his 
death, has just been completed by the 
Aetna Life. 

The volumes, which are identical in 
every respect, each contain 150 pages 
of heavy deckled-edge stock, bound in 
deep red Morocco. The simple inscrip- 
tion, “Morgan G. Bulkeley, 1837-1922,” 
is lettered in gold on the front covers. 
One volume will be given to Mrs. Mor- 
gan G. Bulkeley, widow of the late presi- 
dent, and the other will remain in the 
permanent archives of the company. 

More than three months were devoted 
to assembling the clippings, and at least 
another month was required to identify 
the different articles and arrange the 
order in which they were to be placed. 


Peter Epes, general agent at New Or- 
leans for the Fidelity Mutual Life, was 
the recipient of a very handsome gold 
watch the pest week. It was the gift 
of President W. E. Small and the execu- 
tive staff of the Georgia Casualty, in 
appreciation of 14 years of loyal and effi- 
cient service rendered that company by 
Mr. Epes. Mr. Epes held the position 
of superintendent of agents of the 
Georgia Casualty, resigning that posi- 
tion to become general agent for the 
Fidelity Mutual Life at New Orleans. 


Probably the tallest general agent of 
any life insurance company is Capt. 
John Patrick. who on Nov. 1 took over 
the Penn Mutual general agency at 
Charleston, W. Va. Captain Patrick is 
about six feet six inches in height and 
is one of the best known insurance men 
in West Virginia. Some time ago he 
was a general agent, but resigned to 
devote his full time to personal produc- 





so valuable, however, that he was in. 
duced to take the Charleston post. He 
has been with the Penn Mutual many 
years. 


Edmund P. Melson, president of the 
Continental Life of St. Louis, celebrated 
his 57th birthday Monday. The field 
force of the company remembered the 
occasion by redoubling their efforts to 
send in a large volume of new business 
to the home office. Mr. Melson was 
born Oct. 29, 1866, in Ralls County, 
Mo., and was educated in the public 
schools of New London, Mo. He grad. 
uated from the United States Naval 
Academy in 1888. 





Says National Agents’ 
Programs Should Have 
More Rate Book Men 


N line with the numerous cases of 
] constructive criticism of the proceed- 

ings of the recent convention of the 
National Association of Life Under- 
writers in Chicago, the following sug- 
gestion is made by a manager in a 
middle western, farming community, 
urging a better representation on pro- 
grams and official directorates of the 
rate-book men: 

“I have read your comment in Tue 
NATIONAL UNDERWRITER to the effect that 
there was room for improvement at 
the last meeting of the National Under- 
writers’ Association. I am going to 
suggest one thing that seems wrong 
to me that I have not seen mentioned, 


Preponderance of Managers 


“Do not these association meetings 
show too much preponderance of gen- 
eral agents and managers? I have 
noticed the programs for some years 
and also the list of officers anda 
stranger would get the impression that 
the association was made up of mana- 
gers and general agents. What is the 
matter with giving the rate book men 
a chance? 

“For some reason the managers seem 
to desire all the places on the program 
and all the offices. I notice the same 
thing in our state association. The rate 
book men sit and listen and the mana- 
gtrs take the honors an‘ tell how they 
used to do it. 

“Very likely the manayers are the 
best men. That is the reason they are 
managers. But why not train up a few 
rate book men for future honors? It 
seems to me that the managers have 
been sufficiently honored already. They 
have their own association anyway. 
Why can’t they step aside and give the 
field men a chance? 

Field Men Deserve Honor 


“The field men have a hard job any- 
way. The companies live off their work 
and so do the managers. These meet- 
ines are for the purpose of helping the 
field men. Then why not have the man- 
agers sit back and help all they can but 
let their field men have the honor an 
inspiration of the offices and most of the 
places on the program? , 
“In war the officers do it all. A pr 
vate soldier is never mentioned. Our 
association seems to be modeled on this 
plan. Do not think me a sorehead. But 
I can realize how the women felt 50 
years ago when they were absolutely 
forbidden to speak in a public meeting 
but were allowed to sit in the gallery 
and listen to the men if they were very 
quiet, 
“It is time the rate book men revolted 
and took charge of their own associa- 
tion. But the managers ought to have 
the sense to see the justness of giving 
them the society and decline the honors 
for themselves. 
“I have never attended a meting of 
the National Association and never will 
while it continues to be monopolized by 





tion. His services as an organizer were 





men who ought to be merely helpers. 




















Nove! 


| 4 

















13 













































































































































































Pr 1, 1923 s 
November 1, 1923 LIFE INSURANCE EDITION 
+ a 
SSS ——_— —————— aaa a . 
: was in. u e Vil en S$ —__— 
post. H : : , 
ual many The Mutual Life Insurance Company of New York was the first American legal ne en ee lig ag Bam for eal bate ‘oa 
scserve Wile insurance ‘> Get pay cash dividends. For more than seventy-five years general ‘agent and head of the home 
© Gas ay _" ee & icyholdere, ond, eusagt for an eccasional R. C. Looker, Emery Lovett and O. F. office agency in Detroit, where, in ad- 
nt of the slight decrease in schedule, has maintained an upward trend in ite returns. Looker Made General Agents for dition to directing a large agency force, 
ae In 1922 the Company paid in dividends to policyholders $30,046,105. International Life he personally produced a large volume 
e he = ; of business. 
ered th Its dividend scale for 1923 was increased from 7 to 10% (according to plan and age), ‘ a 7 
forts » and it has set aside for 1923 dividends to policyholders $32,832,839, equalling about 4% ‘ The inteyuationsl Lite ane, sopennten hs wot nly > Sees Se Oe = 
business of the amount of 1922 premium receipts. eo oe — n Macigan tie men 25 | has been highly successful as a personal 
ison was general agents in Detroit and Michi- producer. He was a field man first 
County, For terms to producing Agents address _ = Se + eee, Sey with the New England Mutual, then 
- _ “ associated with the Michigan ‘Mutual iy later with the Michigan Mutual, until 
© grad. ean acoteiy a aa he became a partner of Mr. Looker as 
's Naval The Mutual Life Insurance Company Detroit and W = county. The oom general agent of the Michigan Mutual 
name will be Looker-Lovett Agency. >. Mate’ Win tea Geemeber of ene of 
of New York sch tm rgaker, brothers are excep-| the oldest and. best known Tames 9 
, —s - _ Detroit and Michigan. 
34 Nassau Street, New York and city, their father, the late O. R. Oscar F. Looker until recently was 
Looker, having been president and one Ss eretary eet 
4 - OMe | assistant secretary and auditor at the 
ave of the largest stockholders in the Michi-| jome office of the Michigan Mutual, 
‘ M. where he acquired a vast experience, 
: en ——'K SK IK SK SK BK SC ee - +i and should be of invaluable assistance 
cases of in the general agency field. 
recess In addition to the writing of stand- 
er ard life insurance for the International 
| . Life, they will specialize in the placing 
by Its Policyholders of sub-standard and surplus risks, and 
bie A will start immediately a campaign for 
eh... 49 1 1 Repeat this form of brokerage insurance. 
, . , They have taken offices in the Murph 
ry e Oo er aa ym ad thes building. sige nd 
is found in the Northwestern 
in Ta business policy of: STARTING IN LIFE BUSINESS 
ect that 
nent at ° : Careful Selection Sons of Manager and Associate Man- 
Under- of the new business issued No Foreign Business ager of Mutual Life Take Up 
me & 3 Insuring Only Males Rate Book 
wron 
a by the Northwestern Mutual Low Death Rate wre 
a Safe Investments Two new young men are starting in 
- ° : the life insurance business with rate 
eetings s Life Insurance Company In Efficient Management books in the Chicago office of the Mu- 
of gen- ae Policy Contracts tual Life. They were introduced to the 
[ have 3 - ow ixpenses Mutual Life sales force at the recent 
: years 1922 was upon applications Purely American meeting of the Round Table Club of 
anda — Purely Mutual the Darby A. Day agency of the com- 
on that hd e pany. Associate Manager Herman C. 
mana- of members previously In- No Brokerage Hintzpeter was toastmaster on this oc- 
is the . No Rebating casion. He introduced Darby A. Day, 
k men Co ict Jr., the son of his father, as one of 
: sured In the mpany at oa — the recruits in the office, stating that 
sseem ff IV1 ervice or Agents Darby, Jr., was starting at the bottom 
‘ogram | Clean Business Methods and in time would eclipse the achieve- 
- same ff Low Net Cost ment of the distinguished sire. 
he rate ' Darby, Sr., however, was not to be 
mana- outdone, so he introduced to the assem- 
v they bled agents Edward Hintzpeter, the son 
i i Me | OR HWES Il ERN M T of the associate manager, who is also 
re the BF starting at the foot of the ladder with 
ey are ff ; ana. a rate book and has an ambition to sur- 
a few s R pass the record of the great Herman C. 
3? it Both these young men have the real 
aI INSURANCE |||)" 
Th : Eee g . 
Rem; D. E. Foley and A. J. Riley 
ve the D. E. Foley and A. J. Riley have just 
been appointed Nebraska state mana- 
Milwaukee Cc O M P A ft Yy Wisconsin gers for the Central States Life of St 
Louis. Mr. Foley has been with the 
) any- Central States Life for several years 
work and on many occasions has led its 
meet site tix 4K aK IC “tb kK Xt KK agency force in personal production. In 
g the 1921 he was president of the Central 
man- States Life Club, and a few years ago 
n but set a company record by producing 
r and $211,000 in a single month. Mr. Riley 
»f the formerly was vice-president of the Cen- 
e tral National Life of Lincoln. In 1922 
. pri- R kf he was agency supervisor in Nebraska. 
ur OCKTOr 17e@ insurance Uo 
» this ° A. Ray Staudt 
. F . L The Royal Union Mutual has re- 
It 5 : s opened a branch office in Celveland with 
4. rancis L. Brown, Secretary and Manager Rockford, Illinois tens Sates te conptnss potas bn 
eting the Ulmer building. Mr. Staudt * aw 
llery Canton, O., where his father, J. A. 
very Staudt, is state agent for Ohio N the 
company. He is a graduate of the Naval 
sited ILLINOIS Academy at Annapolis and served eight 
ocia- years in the navy. 
have ; cane 
<4 Territory open in: INDIANA Arnold ©. Oss 
nors §f Arnold C. Oss, former football star 
IOWA at the University of Minnesota, has been 
x of named as manager of the life insurance 
will department of the Charles W. Sexton 
i by agency at Minneapolis, succeeding John 
TS. —— ee G Gordon, who was recently appointed 
life insurance manager of the W. A. 
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TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company 
Wichita, Kansas 


Executive Offices 











AS A GOVERNMENT BOND’ 


OHIO STATE LIFE 


ALTH, ACCIDENT)» ~> MONTHLY INCOME INSURANCE 


Sitteeeae LATEST POLICIES AND AGENCY CONTRACT Ba‘USZ iE 
Openings OHIO, IND. KY. MICH. and W. VA. Write Cobsmbus 


SAFE 


OTe 








+ e. 7 . 
Acacia Mutual Life Association 
Formerly the Masonic Mutual Life Association of the District of Columbia 
Insurance in Force, over $135,000,000.00 Assets over $8,000,000.00 
We issue all Standard Forms of Old ffee kc \gemeaas Policies at Net 

Cost to Master Masons 


good = g we offer: 

tinuous us Renewals, thus insuring an 

income for life to permanent Acacia Agents. Real Home eration. 
WILLIAM MONTGOMERY, President 

Homer Building Washington, D. C. 

















OF OES MOINES, IQWA. 


We issue all standard forms of Life Insurance Policies. Every policy 
protected by Deposit of Full Legal Reserve with the State of Iowa. 








Incorporated 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies from 
$1000.00 to $50,000.00 with premiums payable annually, semi- 
annually or quarterly, and INDUSTRIAL Policies from 
$12.50 to $1,000.00 with premiums payable weekly. 


Condition on Decemt er 31, 1922: 


Assots........ navews steadedtecececbwasaese Ae ECT TE TT. $ 32,633,933.05 
Liabilities ............ ieuve de cdubiexestewcen es Se touncacan 28,512,821.50 
Capital and Surplus... ee erereveses eereeeee Se eeeereereresenees 4,121,111.55 

Insurance in Force ............. baciibaeatmen Kimbamencesiin ... 230,322,163.00 
Payments to Policyholders. BERT SES EEE SE Se a aes 2,331,155.50 
Total Payments to Policyholders since Organization .. icaemts ,051,860.92 


JOHN G. WALKER, President 








THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you & chance to cam more meney then you 
are now making. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 
WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 


Reliance Life Insurance Company of Pittsburgh "pazz2s"* Pittsburgh, Pa 


























Alexander & Co. office at Chicago. Mr. 
Oss, who has been in the banking busi- 
ness since his graduation, held a posi- 
tion on the phantom “all western” team, 
while he was playing on the varsity 
eleven at Minnesota. 


Dorian Flemi 

Dorian Fleming of Memphis will be 
general agent of the Penn Mutual Life 
at New Orleans, La., commencing Dec. 
1. Mr. Fleming has been office manager 
at Memphis under Bolling Sibley. Mr. 
Fleming has been prominent in Mem- 
phis business and social activities and 
will leave many friends behind him in 
that city. 





Frederick A. Smart 


The Geo. H. Beach Company, life 
insurance brokers. with offices in New 
York, Detroit and St. Louis, announce 
the association of Frederick A. Smart 
with their Detroit organization. Mr. 
Smart for the past ten years has been 
a leading producer for the Detroit office 
of Mutual Benefit Life. The Beach 
Company came into national promi- 
nence recently through its connection 
with the application for $5,000,000 of 
life insurance for S. S. Kresge. 


R. L. Morton 


Robert L. Morton, who for the last 
six months has been with the Missouri 
State Life at St. Louis, has resigned 
to return to his former position with 
the firm of Morton & Morton, St. Louis 
managers for the Connecticut Mutual 





Life. Stratford L. Morton is head of 
the agency. Robert L. Morton for. 
merly was president of the St. Louis 
City Club and of the Rotary Club and 
is very well known to St. Louis business 
and civic circles. 





Carpenter-Shoemaker Agency 


One of the latest Lincoln National 
Life agency combinations is that of the 
Carpenter-Shoemaker general agency at 
Davenport, Ia. Bryan B. Carpenter js 
going into the work in a spirit that is 
gaining fine results. He was a main- 
stay on the “Fighting Parsons Team” 
of Center College, Danville, Ky., when 
they beat Harvard a few years ago. 





C. B. Kershner 


C. B. Kershner of New Castle, Ind. 
who has been representing the Guar- 
antee Fund Life of Omaha, has been 
jappointed district manager of the Se- 
curity Life of Chicago for five counties 
He is regarded as a live man in his 
community. 


M. S. O’Brien 


M. S. O’Brien of Milwaukee, Wis. 
has been appointed district manager for 





the Equitable Life of New York at 
Wausau, Wis., to cover 13 neighboring 
counties. 
John Patrick 
The Penn Mutual Life has appointed 
John Patrick as general agent at 
Charleston, W. Va 














NEWS OF LOCAL ASSOCIATIONS 








INDIANA AGENTS HEAR WELLS 


National President Speaks at Special 
Meeting—Indianapolis Program 
for Year Announced 


President Graham C. Wells of the 
National Association of Life Under- 
writers, addressed a special meeting of 
the Indianapolis Association of Life 
Underwriters last week, stopping over 
on his way from St. Louis to New 
York. He outlined the program of the 
National Association fof promoting 
through the local associations a closer 
affiliation between life insurance and 
other business interests. 

The December meeting of the Indian- 
apolis association will be specified as 
the bankers’ meeting and will be ad- 
dressed by Edward A. Woods of Pitts- 
burgh, who will talk on “The Use of 
Life Insurance in Bank Credit.” The 
January meeting is to bring in the 
trustees of churches and charitable in- 
stitutions and colleges with the idea 
of awakening an interest in the use of 
life insurance for bequests. It will be 
addressed by W. B. Burruss, lecturer, 
on “Givers and Getters.”. Mr. Burruss 
was formerly general agent of the Prov- 
ident Mutual Life at Kansas City. 

The Indianapolis association was com- 
plimented by Mr. Wells on its fore- 
sightedness in getting its program so 
well established early in the season, as 
President Frank Jones of the local as- 
sociation announced that the program 
for the year is now practically complete. 

In addition to the two items on the 
program of the Indianapolis association 
above mentioned are the following: 


Nov. 2 (a) “How to Plan for Large 
Production,” Elmer S. Albritton, state 
manager Minnesota Mutual Life at Dal- 
las, Tex. (b) “How to Secure Prospects,” 
discussion led by Dan C. Flickinger, John 
Hancock, Indianapolis. 

Feb. 1 (a) “Selling to Women,” Marie 
H. Roberts, Columbus, O. (b) “How to 
Control an Interview,” 

March 7 (a) “Consistent Production,” 
Robert W. Moore, Jr., Boston, New Eng- 
land Mutual. (b) “General Selling Ar- 
guments.” 

April 4 (a) “Life Income Endowment,” 
Frederick A. Wallis, Fidelity Mutual 
Life, New York City. (b) “Answers to 
Objections.” 











May 2, “Selling,” Fred W. Tasney, 
third vice-president Prudential. 

June 6 (a) “Successful Closing,” Robert 
W. Porter, field sales manager Columbia 
Graphophone Company, New York city. 
(b) “How to Close.” 

..2 3 


Denver, Colo.—That Denver's greatest 
business need is a “better business 
bureau” was the statement of F. D. Zim- 
merman, advertising manager of the 
Continental Oil Company, in an address 
before the members of the Colorado asso- 
ciation at its monthly dinner meeting 
last week. 

“A better business bureau,” declared 
the speaker, “soon would rid Denver of 
all the foul, fake, human vultures that 
now feed on the carcass of legitimate 
business. It would first create, then 
maintain, that feeling of confidence in 
Denver, both as a safe place to invest 
money and as a wonderful place to live 
that is absolutely essential to any 
healthy growth of our city.” 

Other speakers at the meeting were 


W. W. Winne, president of the associa- 
tion, and J. Stanley Edwards, of the 
Aetna Life, who gave a report of the 


national convention at Chicago. 
*x* * * 


Milwaukee, Wis.—M. A. Nelson, agency 
manager of the Equitable Life of New 
York at St. Louis, was the principal 
speaker at the meeting of the Milwaukee 
association Wednesday. Mr. Nelson 8 
lected his own topic of discussion ané 
took up matters of special interest 
to life underwriters. Plans for winter 
activities of the Milwaukee group wer 
considered at the meeting, and severél 
projects will be put into operation # 
once. 

<9 

Lorain County, 0.—The insurance me! 
of Elyria, O., recently organized a ne¥ 
association, to be known as the Lorain 
County Life Underwriters’ Associatio® 
The officers of the new organization are 
Charles M. Hill, Berkshire Life, pres’ 
dent; H. W. Merriman, Cleveland Life 
vice-president; D. G. Sotherden, Travel- 
ers, secretary-treasurer. 

Only nominal dues will be ché arged, 
and general insurance men will be ad- 
mitted as well as agents who specializ 
entirely in life underwriting. Kennet? 
M. Whitehead, general agent of . 
Philadelphia Life of Elyria, was one ° 
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the promoters of the new association. 
=. 

Kansas City, Mo—The Kansas Ci 
association has already made arrans® 
ments to continue the educational Pr’ 
gram so vigorously begun with the Bil 
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heimer special course. At its next meet- 
ing, Nov. 21, Winslow Russell, vice-presi- 
dent of the Phoenix Mutual Life, will 
address the association. The sales con- 
gress stimulated interest in the associa- 
tion. 








‘New Policies, Premium Rates, Lividends, Surrender 














INTERNATIONAL HAS CHANGES 
New Rate Schedules, Policy Forms and 
Underwriting Rules Are Pro- 
mulgated 








Effective Nov. 1, the International 
Life of St. Louis is bringing out a new 
rate book and a complete set of new 
policy forms. Many changes have been 
made which are of interest and benefit 
to the agents. The list of ratings for 
hazardous and unhealthful occupations 
has been entirely revised. Classification 
is made for each occupation as to 
whether the company will consider an 
applicant for disability and additional 
accidental death benefits. Occupational 
forms are to be used as a supplement 
to the application in connection with 
certain occupations. 

The company’s policy forms have 
been rewritten with the object. in view 
of making the different provisions as 
uniform as possible. The long dis- 
ability and additional accidental death 
benefit clauses have been removed from 
the front page of the policy and merely 
a simple statement covering these two 
benefits appears on this page. The 
front page has been used throughout 
to present as many as possible of the 
sales features of the policy; larger type 
has been used, and language of as sim- 
ple form as possible followed so as to 
make the clauses easily understood. The 
substance of the disability and additional 
accidental death clauses appears on the 
second page. The company’s policies 
are valued according to the West Vir- 
ginia standard of valuation. This is a 
higher standard than that known as the 
Illinois standard, in use by many com- 
panies. The change of beneficiary clause 
has been liberalized. If the policy is 
not assigned, the insured has the abso- 
lute right to secure a loan, surrender 
or change a policy without the consent 
of the beneficiary. The company will 
now write insurance on the lives of ap- 
plicants from ages 10 to 65 on both 
male and female lives. Disability and 
additional accidental death benefits are 
granted from ages 14 to 59. 


Written as Endowment at S85 


The company’s regular ordinary life 
hon-participating policy from ages 10 
to 55 is now written as an ordinary life 
endowment at 85 contract. The improve- 
ment in this form has been effected 
without increasing the premium rates. 
In fact, the premium for the younger 
ages is slightly lower than the old 
straight ordinary life non-participating 
Premiums. For ages 55 to 65, inclusive, 
the company writes the regular whole 
life contract. 

The company’s old form of disability 
clause, providing for payment of the face 
ot the policy in installments in the 
event of disability, has been discontin- 
ued. The company now grants only two 
different disability benefits, these be- 
ng what is known as the straight 
Waiver of premium disability benefit and 
the combined waiver of premium and 
monthly income disability benefit. The 
Waiver of premium disability benefit will 
’e issued in connection with any 
émount of insurance, providing the com- 
ey can secure reinsurance of this 
enefit for the amount in excess of its 
own retention. Monthly income dis- 
ability benefit will not be granted in 
~~ of $250 a month to any appli- 
ps * isability benefits cease at age 
erali e disability clause has been lib- 

alized. The clause is now effective 




















MUTUAL LIFE OF ILLINOIS 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 
An Old Lime Legal Reserve Life Insurance Company 
A Company of Service 
Service to Policy Holders Service to Agents Service te the Public 
Operates under the Famous “Registration Act” which requires the reserve on every policy issued to be deposited 
and held in Trust by the Imsurance Department of the State 
Live Up-to-Date Policies Ordinary Life Limited Payment and Endewments 


A few good openings fer geod live producers im [lineis. Correspondence Invited. 
A. B. HILL, President N. H. WALT, Vice-Pres. and Agency Director JAS. FAIRLIE, Vice-Pres. and Actuary DR. J. R. NEAL, See. 

















AMERICAN 
CENTRAL 
LIFE 


Insurance Co. 








INDIANAPOLIS, IND. 
Established 1899 


HERBERT M. WOOLLEN 


PRESIDENT 











at the end of six months from the date 





STATE OF OHIO 


To the man who can qualify, we will offer an Old Fashioned General Agency Contract that 
means money. Experienced management, superior Policy Contracts, progressive field 
and Home Office methods are at your service. 


Address Century Life Insurance Company 
Indianapolis, Indiana 
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of issue of the policy. The company 
will commence to waive premiums and 
pay monthly income immediately upon 
receipt of proof of disability. The dis- 
ability life income continues for the 
life of the insured on all the company’s 
forms, with the exception of the 10, 15 
and 20 years endowment forms where 
it ceases at the maturity of the policy. 

The additional accidental death benefit 
in the company’s new policy forms is 
effective immediately from date of issue. 
The clause remains in effect as long as 
the policy is continued in full force and 
does not contain any age limit as pro- 
vided in the clauses of most companies. 
The additional accidental death benefit 
becomes fully paid up at the end of 
the premium paying period on the lim- 
ited payment life form, and the insured 
is protected as long thereafter as he may 
live. In the clauses of many companies 
the benefit ceases at the end of the 
premium paying period. The premium 
rates have been changed. The premium 
on ordinary life and endowment forms 
is now $1.75 per $1,000 to age 49 and 
for age 50 and above, $2.25 per $1,000. 
The 20-payment life premium is now 
$2.25 for all ages. 

The ordinary life preferred policy will 
now be written for amounts as low as 
$2,000. The policy will also be written 
with the regular disability and additional 
accidental death benefits. The age lim- 
jts have been changed, the policies now 
being written from ages 15 to 54, in- 
clusive. 

, A substantial reduction has been made 
in the published rates of the company 
for term insurance. Term insurance 
may be written on 5, 10, 15 and 20-year 
term plans. Term policies will not be 
written for less than $2,000. The 5 
ear term policy is convertible without 
medical examination within four years; 
the other forms within seven years. The 
company’s rates for single premium pol- 
icies have been materially reduced. The 
special combination premiums for ages 
over 55, have been reduced to make 
this policy more attractive at these ages. 
The company’s non-participating en- 


and a considerable reduction made, 
especially in the 10-year endowment 
premium, 

On all applications where the total 
amount of insurance is over $15,000, 
medical examinations must be made by 
two of the company’s regularly ap- 
pointed examiners. If the amount of 
insurance is over $25,000, each examiner 
should complete a regular examination 
form. If the amount is over $15,000, 
but not over $25,000, one examiner is 
to complete the regular form and the 
other examiner the $2 health certificate 
form. 


BENEFITS ARE NOW EXTENDED 


Office Committee of New York Life 
Passes on Some Rules for 
Future Claims 


The New York Life announces that 
on Oct. 24 the office committee voted 
that: “The following features included 
under the head of disability benefits in 
the policy forms approved by this com- 
mittee under date of Oct. 17, be ex- 
tended to all future claims under poli- 
cies previously issued providing for dis- 
ability benefits where the premium scale 
is the same as under the new policy.” 
The following are the new rules: 

1, The total and permanent loss of the 
use of both hands or both feet, or one 
hand and one foot, shall be considered 
total and permanent disability. 

2. In the event of default in payment 
of premium after the insured has become 
totally disabled, the policy will be re- 
stored upon payment of arrears of pre- 
mium with interest at 5 percent, proyided 
due proof that the insured is totally and 
presumably permanently disabled, as 
herein defined, is received by the com- 
pany not later than six months after said 
default and the benefits under this sec- 
tion shall then be the same as if said 
default had not occurred. 

3. The first monthly income payment 
of 1 percent of the face of the policy 
shall become due immediately on receipt 
of proof of total and presumably perma- 





dowment premiums have been reduced 











nent disability, instead of on the first 
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day of the calendar month following the 
receipt of proof. 


Double Indemnity Benefit 


We also recommend that under all poli- 
cies containing the general accident 
double indemnity benefits the company 
hereafter admit liability in event of acci- 
dental death occurring within 90 days 
after the accident, instead of 60 days; 
and that the reservation in policies here- 
tofore issued which excepted from the 
double indemnity provision, death from 
riot or insurrection shall hereafter apply 
only if death resulted from engaging in 
riot or insurrection. 

Under the new policy forms reduced 
paid-up insurance, in event of lapse, is 
participating. We recommend that all 
reduced paid-up insurance hereafter 
granted under contribution annual divi- 
dend policies shall participate in surplus, 
and that all reduced paid-up insurance 
already granted in lieu of contribution 
annual dividend policies shall participate 
in surplus beginning on the anniversaries 
in 1924, 

These benefits will be extended to the 
company’s policyholders without requir- 
ing the policyholder to return his con- 
tract for change. 


MOST COMPLETE RATE BOOK 
American Life of Detroit Has Produced 


a Complete Compendium That 
Has Attracted Wide Interest 





The American Life of Detroit has 
gotten out what is probably the largest 
and most complete rate book issued 
by any life insurance company. It com- 
prises nearly 800 pages of an unusually 
large size, 8x4% inches, and is printed 
on the finest quality of Bible paper. It 
follows in general the plan of the well 
known Travelers rate book, which has 
been considered the largest and most 
elaborate rate book issued by any com- 
pany, but the American Life book has 
a considerably larger number of pages. 


No Material Change 


The new rate book makes no material 
change in the rates of the company. 
The company has had right along en- 
dowments maturing at ages 50, 55, 60, 
65, 70, 75 and 85, as well as the regular 
10, 15, 25, 30, 35 and 40 year endow- 
ments. The new rate book simply fills 
in all the ages from 20 to 80, inclusive, 
with endowments maturing at every 
age. Wherever these forms cross the 
forms formerly used by the company, 
the premiums were so calculated as to 
dovetail with the exact amount as the 
former premium, so as to make no dis- 
turbing change in the rates or benefits 
under any policy. The book is a re- 
markable compilation and constitutes a 
monumental piece of work. It was 
gotten out in the printing office of THE 
NATIONAL UNDERWRITER at Cincinnati, 
publisher of the Unique Manual-Digest 
and Little Gem Life Chart. It is now 
making a specialty of getting out rate 
books for various companies, 

President Ayers of the American 
Life has long been a student of rate 
book compilation and arrangement and 








feels that he has a winning book for 
agents in the new volume. Although 
the expense in getting out the new book 
was considerable, he feels that it will 
prove to be a good investment for the 
company and will make its policies at- 
tractive and easy to sell. The one fea- 
ture alone of furnishing rates, values 
and full information on endowments 
maturing at all the ages, instead of at 
five-year ages, makes this a very inter- 
esting rate book indeed. 


TO INCREASE ITS DIVIDENDS 
Guardian Life of New York Makes an 


Important Announcement to Its 
Field Representatives 





Vice-President T. Louis Hansen oj 
the Guardian Life of New York has 
sent to the field force a letter announc- 
ing an increased dividend scale for 1924. 
When the new dividend scale for 1923 
was announced last fall, the prospects 
were held out for further substantial 
increase for the coming year. Mr. Han- 
sen says in his letter: 

“At certain years and forms of insur- 
ance, you will note that the increase in 
first year dividends on ordinary life pol- 
icies ranges from 29 to 46 percent; third 
year, 26 to 42 percent; fifth year, 23 to 
39 percent, and tenth year, 17 to 31 per- 
cent. Twenty payment life: First year, 
29 to 40 percent; third year, 25 to 35 
percent; fifth year, 21 to 30 percent, and 
tenth year, 15 to 21 percent. Twenty 
year endowment: First year, 29 to 34 
percent; third year, 24 to 27 percent; 
fifth year, 20 to 22 percent, and tenth 
year, 13 to 14 percent. 

“As you will note also, the company 
computes its dividend liability for the 
year 1924 on the basis of the old scale 
as $1,073,000, and on the basis of the 
new scale of dividends now adopted as 
$1,352,000; consequently the average in- 
crease in dividends is over 25 percent. 

“Furthermore, I am glad to be able to 
advise you that the rate of interest al- 
lowable for 1924 on sums held by the 
company for the credit of policyholders 
under dividend and policy settlement 
options has been fixed at 4.8 percent, 
instead of the present rate. 4.6 percent.” 


Comparison of Dividends 
Samples of dividends are shown as 


follows: 
Ordinary Life 


Ist Div. 8rd Div. 65th Div. 10th Div 
Age Old New Old New Old New Old New 
25... $2.81 $4.10 $3.02 $4.29 $3.24 $4.49 $3.86 $5.06 
36... 3.37 4.7 3.68 5.03 4.01 5.33 4.92 6.16 
45... 4.33 5.87 4.80 6.30 5.30 6.76 6.61 7.9 
65... 6.12 7.94 6.81 8.57 7.51 9.21 9.27 10.83 


20-Payment Life 
4.45 5.86 6.38 
5.47 7.01 6.18 7.66 8.12 9.44 
4 7.26 9.06 8.10 9.82 16.32 11.86 
20-Year Endowment 

6 $5.20 $6.62 $6.10 $7.44 $8.66 $9.78 
5.50 6.98 6.40 7.80 8.96 10.1 
6.14 7.73 7.06 8.57 9.61 10.90 
7.55 9.37 8.49 10.23 10.99 12.51 


Percentage of Increase 


5.02 


Maximum 
As will be seen from this comparison, 
the maximum percentage of increase, 
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‘THE PENN MUTUAL 


is national in the scope of its oper- 
ations. It is individual in the serv- 
ice that it renders to its members 
and to its field representatives. 
Back of your independence it is 
ready to stand as an economic bul- 
wark. 


The PENN MUTUAL 


Life Insurance Co. 


Independence Square _ Philadelphia 
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ACTUARIES 








_ F. CAMPBELL 
CONSULTING 
ACTUARY 


343 S. Dearborn St. 
Telephone Harrison 3384 
CHICAGO, ILL. 








L A. GLOVER & CO. 
e 
~ ———— Actuaries a 





Statisticians 
29 South La Salle Street, Chicage 
Seccessors to Marcus Gunn, 
Consulting Actuary 














OHNE. HIGDON ( Actuaries & Examiners 
JotiNe HIGDON $6 Came, Badia 
K J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bldg. 
INDIANAPOLIS 


Hubbell Bldg. DES MOINES, IOWA 








ICS. WITHINGTON 
CONSULTING ACTUARY 
948-949 Insurance Ex: Bidg. 


Tel. Walnw: 3761 DES 1OWA 








T J. McCOMB 

e COUNSELOR AT LAW 
CONSULTING ACTUARY 

Premiums, Reserves, Surrender Values, 

etc., Calculated Valuations and Exami- 


aations Made. Policies and all Life In- 
surance Forms Prepared. The Law of 
Insurance a Specialty 


Celcord Bldg. OKLAHOMA CITY 








J H. NITCHIE 

e ACTUARY 
1523 Association Bidg. 19S. La Salle St. 
Telephone State 4 CHICAGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 
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The Accumulation Policy 


is a combination of insurance 

and investment in a new sense. 
Specimen Rate 

Age 35... ... $31.90 per $1000 


The continued payment of the 
rate creates increasing benefits 
each year. As a seller it has no 
competition. Write us about it. 
NATIONAL LIFE ASSOCIATION 
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46 percent, is on the ordinary life plan, 
at the early ages of insured and of pol- 
icy. The minimum percentage of in- 
crease here shown is 13 per cent, on the 
twenty year endowment plan; for all 
plans issued by the company the min- 
imum is 7 per cent, for the later years 
of the ten year endowment policy. 

_ The company computes its dividend 
liability for the year 1924 on the basis 
of the old scale, as $1,073,000, and on 
the basis of the new scale of dividends 
now adopted, as $1,352,000. Conse- 
quently the average increase in divi- 
dends may be stated to be about 25 
percent. 

In general, it may be said that while 
the increase in dividends is material at 
all ages, plans and durations, its great- 
est relative effect will be found at the 
younger ages and during the early years 
of the policy. 





Equitable of Iowa 


Many of the mutual companies are in- 
creasing their dividends through anni- 
versary dividends paid either every five 
or ten years. As already announced the 
Equitable Life of Iowa will commence 
the payment of quinquennial dividends 
Starting the fifth policy year, beginning 
March 1 next. This dividend applies to 
policies issued subsequent to Oct. 20, 
1907. It involves the present 3% percent 
reserve and 4 percent basis policies 
which constitute about 95 percent of the 
total outstanding insurance. The addi- 
tional quinquennial dividend varies ac- 
cording to age and plans. The new 
quinquennial dividend becomes a perma- 
nent factor with the company. 





New York Life 


It is understood that the New York 
Life dividend increase will amount to 
about 35 percent at the lower ages and 
will be graduated down to about 8 per- 
cent at age 50. It is also stated that the 
extra 10-year dividend will be increased 
$10 a $1,000. This was the dividend paid 
prior to 1919. The New York Life started 
paying its extra quinquennial dividend 
in 1916 at $10 a $1,000 irrespective of age 
or plan. In 1919 it reduced the 10-year 
dividend to $8 a $1,000. It is also under- 
stood that gross interest rate paid for 
the accumulation of dividends and par- 


| ticipating options is to be raised from 
4.3 per cent to 4.5 percent. 


Jefferson Standard 


The Jefferson Standard of Greensboro, 
N. C., has issued a new child’s educa- 
tional endowment policy. The company 
will issue a new rate book Feb. 1 





Missouri State Life 


The Missouri State Life has issued a 
new application form which will make 
the preliminary report on applications 
for policies more comprehensive and 
when properly filled out avoid unneces- 
sary delay and annoyance to the ap- 
plicant, the company and the agent that 
often occurred in the past. The new 
form of application will facilitate the 
work of the selection committee and al- 
low the company to give more prompt 
service in issuing policies. ' 

One of the points stressed in the new 
form is the age of the beneficiary. This 
is very important in some cases, it is 
pointed out by Fourth Vice-President 
James J. Parks, citing for example 
parents taking out insurance in favor of 
dependent children. With the ages of 
the children not stated in the application 
form, it would be impossible for the se- 
lection committee to determine whether 
they were actual dependents of the ap- 
plicants. In the past it was often neces- 
sary to hold up policies until this definite 
information was obtained, The new form 
avoids such delays. 


_ Reliance Life 
The Reliance Life of Pittsburgh is get- 
ting out a new rate book which will be 
issued some time in November. 


Central Life of Illinois 


The Central Life of Cttawa, Ill, is 
making several changes in its policy 
forms, which will be announced shortly. 


Connecticut General 


The Connecticut General Life will now 
accept army officers with rank of first 
lieutenant or higher and navy officers 
with rank of lieutenant, junior grade, or 
higher, with the exception of those in 
the aviation or submarine branches of 
the service. The company is extending 
| ms Policies to these new groups, with a 





maximum limit of $5,000 on any form of 
life insurance at standard rates. 
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NEWS FROM THE PRUDENTIAL 


Promotions, Changes and Honors Con- 
ferred in Various Sections of the 
Field Are Announced 


E. H. Amelung, superintendent of the 
Prudential in Cincinnati district No, 1, 
celebrated his 25th year with the com- 
pany on Wednesday of last week and 
on the next day Superintendent Rollin 
E. Allen of the Covington, Ky., district 
across the river also celebrated the com- 
pletion of 25 years of service. 

The Prudential has opened a loan 
agency in Cincinnati where it will take 
loans at 5%%. The company’s invest- 
ment department now has over $1,000,000 
a day to invest. 

Agents James E. Horrigan of Des 
Moines, Ia., Everett G. Denison of St. 
Joseph, Mo., Merle B. Endicott of Parsons, 
Kans., Alexander E. Wilson of Tulsa, 
Okla., Frank E. Chapman of Kansas City 
No. 1, and J. Donald Shaw of Lincoln, 
Neb., have been promoted to the posi- 
tion of assistant superintendent in their 
respective districts. 

Agent Charles W. Smith of Des Moines, 
Ia., has completed 20 years of faithful 
' and loyal service. In view of this he has 
been admitted to the Prudential Old 
Guard, class D, and presented with cer- 
tificate and gold locket emblematic of 
that period of good and progressive work. 

Agent Newel C. Dudley of Columbus, 
O., was promoted to assistant superin- 
tendent in the Columbus district. 

In Cleveland, O., two recent promotions 
were made, Agents Robert P. O'Neill and 
Paul W. Cater being selected to fill va- 
cancies in the Cleveland No. 3 district. 

Agents Sherman P. Henderson of 
Columbus, O., and Laurence Jacobs of 
Toledo, O., were recently presented with 
the silver ordinary merit button, em- 
blematic of having reached the $100,000 
; mark, while Oswald C. Hefner, agent of 





received the 
having 


Cleveland No. 
bronze ordinary merit 
passed the $50,000 mark. 


1 district, 
button, 


Lincoln H. & A. Expanding 


The Lincoln Health & Accident of Ok- 
lahoma City, Okla., has changed to a 
stock basis and is now writing indus- 
trial life business in addition to the regu- 
lar health and accident policies. 

It has been licensed in Missouri and 
Vice-President John T. Acres is now in 
that state supervising the opening of 
several district offices. E. L. Poindexter, 
formerly superintendent of the Oklahoma 
City district has been appointed superin- 
tendent of Kansas City district, and J. 
F. Jones, formerly superintendent at 
Muskogee, Okla., has been appointed as 
superintendent of Oklahoma City district. 

The company has made substantial 
progress this year and the officers are 
very optimistic as regards the future 
outlook. 


Richmond Company Changes Name 


The Virginia Casualty of Richmond has 
amended its charter changing its name 
to the Virginia Life & Casualty. -The 
company, which writes industrial life and 
sick benefits, effected the change in its 
name so that it might indicate that it 
was writing both lines. 


Now Has Its Own Building 


PHILADELPHIA, PA. Oct. 3—The 
Provident Industrial Life, Health & Acci- 
dent, which for 19 years occupied the 
four-story building at 1332 Spring Gar- 
den street, is located in its own office 
building at the northeast corner of Spring 
Garden and Nineteenth streets, having 
purchased the four-story brown stone and 
brick residence and remodeled and mod- 
ernized the exterior and interior and 
adapted the structure for office purposes. 
The general business office and claim de- 
partment are located on the main floor, 
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President 
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MORE THAN 50% 


of the business written by some of our larger 

agencies is a direct result of the Fidelity lead 

service. Our agents interview interest: a 

i¢ who have written the d 
ce for information. 

Fidelity is a low-net-cost company operat - 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 














“THE COMPANY OF CO-OPERATION" 


DES MOINES 
LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 


appreciate these days 


If it appeals to you, write 


HOME OFFICE 
DES MOINES °..T. Bide.) LTOWA 


TERRITORY 
IOWA 





SOUTH DAKOTA 

















MR. AGENT! 
Do you care for QUALITY, not 
SIZE? Age, Sound Experience, 
Low Cost, a Splendid Record for 
70 years? 


Then why not take a General 
Agency in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 
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Business Getters! 


Write to Mabel D. Olmstead, 1201 Standard 
Trust Building, Chicago, Ill. (Dept. B), for free 
samples of clever Insurance circulars that proved 
value in securing prospects: 


“IN JUST A MINUTE” 


(Health and Accident) 


“BABY LETTER” 


(Life) 


“THE THINGS MEN LIVE FOR” 


(Life) 


“VANITY FAIR” 


(General Insurance) 











the executive offices and board room on 
the second floor and the agents’ quarters 
on the third floor, The ground floor has 
been fitted up and is leased for mercan- 
tile business. 





Veteran Richmond Agent Dead 


John M. Hogan, 52 years old, for many 
years an agent for the Metropolitan Life 
in Richmond, Va., and more recently 
with+the People’s Mutual Benefit of that 
city in a similar capacity, died suddenly 
on a street car last Sunday while on his 
way to Sunday school. He was with the 
Metropolitan for nearly 20 years, work- 
ing in the Richmond district. Coroner 
Whitfield pronounced death due to heart 
trouble. 

















Are you interested in liberal First Year Commissions? 

Are yau interested in non-forfeitable renewals? 

Are you interested in a direct Home Office contract? 

Are you interested in close co-operation and assistance? 

If you can show a clean record and wish to locate in the fol- 
lowing territory: Missouri, Illinois, Minnesota, Texas, Okla- 
homa, Kansas, Ohio, West Virginia, 


Get busy at once, write 


FRANK W. ENGEL, Agency Manager 


American National Assurance Company 


St. Louis, Missouri 


BETTER 
THAN 
THE 
REST 

















WANTED 
General Agent for Nebraska 


THE MIDLAND INSURANCE COMPANY 


OF ST. PAUL, MINN. 


Liberal Contract to Right Man 
G. K. HENSHALL, Supt. of Agents 
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SOME POINTS BROUGHT OUT IN THE RECENT 
INSURANCE ADVERTISING CONFERENCE 








N connection with the returns on leads 
| through service bureaus conducted by 

life insurance companies, T. A. Jahns 
of the Guardian Life of New York said 
at the Insurance Advertising Conference 
meeting in St. Louis that these names 
are sent out by the home office at the 
request of the agents. For 100 names 
the agent pays about $7.50. About 25 
percent replies are gotten on these lists. 

Leon Soper of the Phoenix Mutual 
said that his company required weekly 
reports from its men on leads sent out. 
He declared that it is necessary to check 
up on the men frequently to see whether 
they are making good use of the service 
and are following yp the leads. 


Mail Order Campaigns 


Considerable discussion arose as to 
mail order campaigns in the use of re- 
turned stamped envelopes. Mr. Soper 
said that the Phoenix Mutual had been 
sending out material to selected lists for 
12 years, getting about a 30 percent re- 
sponse, At the time of the war when 
letter postage went up it eliminated the 
return postage and its replies fell off just 
about 50 percent. 

The Guardian Life does not have re- 
turn postage on its service letters. 

The Western Union Life of Spokane 
reported that it recently tried an experi- 
ment sending out 1,500 letters to pros- 
pects with return postage on which it 
got returns of 13 percent and 1,500 let- 
ters- with no return postage, it getting 
a return of 16 percent. The company 
felt that there was too much money 
wasted in sending out stamped envel- 
opes. It now sends out all its circular 
letters without postage. It should be 
explained however, that 75 percent of 
the people whom it addressed reside in 
rural communities. 


Cut Down the Replies 


The Connecticut General tried send- 
ing out letters with no postage and on a 
list of 10,000 names it reduced its replies 
50 percent. Miss Barrett, who has 
charge of this work, said that it was im- 
possible to tell whether the quality was 
reduced in the same ratio. Miss Barrett 
said that the company sent out a card 
describing a policy. At the bottom it 
put an information blank for the people 
to fill in, giving some data as to them- 
selves. Good returns were gotten on this. 


Should Study the Mediums 


The advertising people agreed that the 
mediums of advertising should be care- 
fully studied. One medium will not 
serve all people. A company should 
know what kind of people it desires to 
approach and then a proper medium 
should be selected. Direct results from 
advertising may be disappointing. How- 
ever, the advertising people agreed that 
it broke down sales resistance and pre- 
pared the way for the field men. 

Mr. Soper of the Phoenix Mutual Life 
which is doing considerable advertising 
in magazines, said that it had not used 
the coupon on its “ads” so far. Its first 
thought is to establish its theme. It 
must dignify the calling of life insurance 
and make the public feel that a life in- 
surance salesman is doing a big, con- 
structive work. Afterwards when the 





P, HULL, Pres. 








The Grange Life is an opportunity for live agents. 
a policy lower in cost than many others and can still go into any community, confident in 
the knowledge that the protection they offer cannot be bettered nor the company they 
represent be outdone in service. 


GRANGE LIFE INSURANCE COMPANY 
LANSING. MICHIGAN 


A POINT IN YOUR FAVOR 


They have that opportunity of selling 


C. H. BRAMBLE, Secy. and Treas. 


I, D. WALLINGTON, Supt. ef Agents 








psychological moment arrives a coupon 
can be used. Advertising, he said, serves 
to elevate the dignity of the life insur. 
ance calling and puts the salesman jn 
better favor with the public. In the 
early advertising in magazines he said 
no question or point of speculation 
should be raised. 


Effect on the Field Men 


One or two advertising men raised the 
question as to the effect of coupon ai- 
vertising on the sales morale of the field 
men, Some held that agents would be- 
come dependent if too many lists were 
furnished and wouid look to it or the 
general agency to develop names, These 
speakers took the position that agents 
riust originate prospects independent oj 
coupons. Frequently business condi- 
tions will reduce the number of replies 
to coupon advertising. Therefore agents 
that are depending upon these names will 
be greatly disappointed at times. Several 
of the advertising people said that the 
effect of advertising in the general mag- 
azines and papers could not be measured 
in direct results. The message that the 
advertisement conveys will work a 
lezven among the readers. 


Less Replies from Higher Class 


Some speakers took the position that 
the higher one goes up in the business 
scale the less replies will get to his cov- 
pons from this class. In other words, 
many people will answer coupon adver- 
tisements through curiosity. | Where 
“bait” is used they will answer them to 
get booklets or leather novelties. How- 
ever, these are not the best prospects 
Chauncey S. S. Miller of the North Brit- 
ish & Mercantile told of the coupon ad- 
vertising plan that the Continental Cas- 
ualty carried on in the Chicago daily 
newspapers some years ago. It got a lot 
of replies, but they were not good pros- 
pects. The agents became disgusted 
with following these people and discov- 
ering that they did not have the money 
to buy health and accident insurance or 
were not insurable. 


Establishes Definite Consciousness 


Advertising it was argued establishes 
a definite consciousness in the mind of 
the readers. One may lean toward cer- 
tain life companies in which he is insured 
or which he knows something about 
However, if he has read the advertising 
of other companies a solicitor will have 
a much better chance at him when he 
calls. Many men may be impressed by 
an advertisement but they will not sign 
a coupon and send it in. 

Some companies have used adv ertising 
and direct mail campaigns effectively in 
promoting interest in the child’s edt 
cational endowment policy. In this 
there was a distinct need recognized and 
a plan was presented to meet it. 

Clifford Elvins of the Imperial Life 
of Canada said that mail advertising f 
should not be carried to the extent whet 
it will detract from the credit of the 
agent in the field. He said that agents 
should be made to work. Advertising 
matter may be sent out broadcast, bu! 
the returns may not be proportionate 1 
the expense. Agents should be made t@ 
follow up all the leads. He said that the 
Phoenix Mutual makes its men wott 
when names are sent to them. Tht 
cause will be lost if the agents do not at 
tively solicit people just as hard as whet f 
they originate their own prospects. 


ay 


' 
Steal Mailing Lists i 
The recent series of burglaries of 1 
surance companies’ offices. in 
Moines is attributable to a desire © ff 
steal their mailing lists, police detec f 
tives there announced after the Mer 
chants Life office had been rified® 
Stamps and money and valuable pape 
were ignored but filing cabinets 4 
lists were strewn and scattered abot 








the office. 
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GETTING METHODS 





j MODERN BUSINESS 


Wife Invited Agent to “Make Tracks,” 
Opposed Monthly Income Plan; Later 
It Was Only Barrier Against Starvation 


come plan of handling life insurance 

proceeds, as opposed to the lump 
sum basis, as well as the character of the 
service outside of the mere selling of the 
policy, which is rendered by a consci- 
entious agent, is shown in a striking way 
ina recent experience of A. P. Hewitt, 
traveling representative of the H. Wibirt 
Spence agency of the Mutual Life of 
New York at Detroit, who has a “roving 
assignment” to help agents and policy- 
holders throughout Michigan. The pol- 
icyholder’s real name is used in this in- 
stance, as Mr. Hewitt believes that if he 
were still alive he would be glad to give 
his approval. Here is the story in Mr. 
Hewitt’s own words: 


Wife Invited Agent 
“To Make Tracks” 


“On Oct. 1, 1921, I called on Profes- 
sor Brown, head of the foundry practice 
department of the University of Michi- 
gan, but failed to find him in. However 
I was successful in interesting Ben H. 
Taylor, his assistant, in the matter of life 
insurance. I made an appointment and 
called on him the next day. Everyone 
knows that an assistant professor’s sal- 
ary is not much to brag about. Mr. 
Taylor’s compensation was no exception, 
and he didn’t live in the most exclusive 
neighborhood of Ann Arbor. 

“On arriving at his home, I found 
that Mrs. Taylor was not a very good 
friend of the life insurance man, and af- 
tera few words with her husband, I re- 
ceived the following invitation from her 


T advantage of the monthly in- 





‘There’s the door, and the carpenter 
built it. You make tracks through it, 
with your heels toward the kitchen.’ I 
heeded her invitation, but before accept- 
ing it I said to Mr. Taylor, ‘If you “wear 
the trousers” of this household and want 
to continue our conversation you will 
have to talk to me outside.’ Mr. Taylor 
came out. 

“On arriving outside, I talked to him 
of his life insurance program, and dis- 
covered that he had only $3,000, in insur- 
ance, and $1,000 of that amount in a fra- 
ternal order. Finally I sold him a policy 
of $2,298, calling for an income of $40 
per month for five years. He said he 
would see me the next day and pay me 
the money. Knowing his wife’s attitude 
toward the purchase of more life insur- 
ance I was convinced that I had to get 
his money then. 

“He went into his home to get his 
checkbook, but in the meantime, his wife, 
running true to form, had hidden it, sus- 
pecting what he would do in the matter. 
He came out with a perfectly good ex- 
cuse, that he would pay the next day, but 
I was not to be outdone, I reached over 
into Prospect Taylor’s garden, plucked 
a good sized blade of a cornstalk, wrote 
his order on that and had it signed by 
Taylor. 

“I then called our doctor, and bundled 
Taylor in my machine, drove him to the 
doctor’s office and had the examination 
completed at that time. 

“Next I called on the branch bank 
where Taylor has his account, and the 
branch manager refused to recognize the 
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easy seller. 
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Come to 
Southern California 


and join the ranks of the Pacific Mutual’s Home Office Agency. 
Its 1923 Paid Business will amount to more than $25,000,000. 


The new “5 way” policy that pays for Sickness, Accident, Per- 
manent Disability, Old Age and Death is most popular — an 


Here in Los Angeles—the New York of the great West—you can 
combine successful business and good climate as nowhere else 


One Hundred Thousand people locate here annually. Our popu- 
lation is very close to the million mark. Every 34 minutes— 
business hours—a building permit is issued. 


Write for information to 


JOHN NEWTON RUSSELL, Manager, 
Home Office Agency 


Pacific Mutual Life 


Pacific Mutual Building 
Los Angeles 
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‘cornshuck check.’ Unwilling to give up, 
I drove to the main office, where I per- 
sonally did my banking business, called 
on the cashier and explained the situa- 
tion, and the cashier recognized the or- 
der and paid the check.” 


Upbraided for Putting 
It on Income Basis 


Eight months later, in June, 1922, Mr. 
Taylor died, leaving his wife bea three 
children. Mr. Hewitt was the first and 
last on the ground. He arranged for the 
funeral, paid the doctors, undertaker and 
in fact took entire charge of aff: airs, OW- 
ing to Mrs. Taylor’s inexperience in such 
matters. After paying all the final ex- 
penses, Mrs. Taylor had $1600 left from 
her $3,000 lump sum insurance. It might 
be said that Mr. Hewitt was compelled 
to make 12 affidavits out for the $1,000 
fraternal insurance without any brother 
ly help from any of the “brothers” of 
the deceased, After all this service, Mrs. 
Taylor upbraided Mr. Hewitt for not 
giving her the lump sum of the insurance 
taken by Mr. Taylor instead of the $40 
per month income which Mr. Hewitt ar- 
ranged. 


Mr. Hewitt said that he had contracted | 


with Mr. Taylor to do that very thing 
and it was impossible to break his word 
with a dead man, and it could not be 
arranged for in any other manner 

When Mr. Hewitt delivered the third 
month’s income to Mrs. Taylor, she 
broke down and cried and admitted that 
all her money was gone, and that she 
would have to take her children out of 
school, 

Mr. Hewitt asked 
come of = and she replied, “Well, dur 
ing Mr. Taylor’s life we went without 
many little things that I and the children 
wanted, and when we got the money we 
bought these things, but now the money 


her what had be 





is gone and I will have to take the chil- 
dren out of school, for the only thing 
that I have between starvation and our- 
selves is the $40 per month you had Mr. 
Taylor take out with your company.” 

Mr. Hewitt knew the Taylor family 
came from the small village of Clinton, 
Mich., and it was in that community he 
sought refuge for Mrs. Taylor and her 
little family. He found a very good home 
in that town for 10 per month, which is 
high rent for a small village. It was 
there he assisted the widow and her 
brood to move, The children and Mrs. 
Taylor are highly pleased with the new 
arrangement, The former are in school 
and will be able to complete their high 
school education before the little income 
stops and by that time they will be old 
enough to assist in taking care of their 
mother. 

Mr. Hewitt has also had some inter- 
esting experience while soliciting “cold 
prospects” in the rural sections of the 
state. He called on an elderly lady near 
Rives Junction, Mich. She was a be- 


| liever in life insurance and said that her 


son was a policyholder of the Mutual 

Life, but had been disabled in an auto- 

mobile accident in January. This was 
August. 

"a Hewitt promptly looked into the 
case and discovered that the young man, 
who was 19, had the disability feature on 
his policy. He immediately notified the 
Detroit office of the situation and upon 
verification of his condition by the medi- 
cal denartment the company forwarded 
a check for $90, being the disability claim 
at $10 per month from the time of the ac- 
cident, and also refunded the premium of 
$20.85, which he paid during the year. 
The young man had dropped another 
$1,000 policy to buy an automobile, 





Great Republic Life Insurance Company 


LOS ANGELES, CALIFORNIA 


Many Agents are Doubling their Production through Sale of 
the Company’s New 20-Payment Life Policy. 


Liberal First Year and Renewal Contracts offered 
to Field Men of High Character and Ability. A few 


General Agency openings now available. 
information write to nearest address shown below: 


W. H. SAVAGE, Vice-President and Agency Director 


For full 


J. R. RAILEY, Manager, 


#1 Dallas County State Bank Bidg. 
Dallas, Texas. 














MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 


Unexcelled policy contracts, efficient life insurance serv- 
ice, and a net cost that is notably low—these are three 
of the reasons why the name Massachusetts Mutual is 
synonymous in the mind of the insuring public with all 
that is best in life insurance. 
years of the Company’s history its policyholders have 
ever been its loyal friends and its enthusiastic advertisers. 


JOSEPH C. BEHAN, Superintendent of Agencies 


During the seventy-two 
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ANNOUNCE PROGRAM 
FOR LIFE PRESIDENTS 
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and Poland China hogs. His writings 
on these subjects are accepted as au- 
thoritative. In 1895 he became editor 
of an agricultural paper, which is now 
“Wallace’s Farmer.” His service of 
16 years as secretary of the Corn Belt 
Meat Producers’ Association, prior to 
accepting a cabinet appointment, added 
‘to his reputation as a student of Ameri- 
can agriculture. During the World war 
he was a member of the executive com- 
mittee of the United States Live Stock 
Industry Comantanion, was on several 
war boards of the Y C. A., and was 
appointed to numerous in war 
commissions, including the National 
Forest Reservation Commission and the 
War Finance Corporation. 


Senator Wadsworth on the Program 


Another national figure who will take 
part in the discussions at the Life Presi- 
dents’ Convention is James W. Wads- 
worth, Jr.. New York’s senior repre- 
sentative in the United States senate. 
His topic will be “The Moral Respon- 
sibility of Advising the American Pub- 
lic.” Mr. Wadsworth entered the United 
States senate as one of its youngest 
members. His service there, including 
the trying periods of the war, has given 
him a distinct and enviable reputation 
in governmental affairs throughout the 
country. Whatever subjects he has dis- 
cussed, his views have been distinct, 
clear and fearless. Senator Wadsworth 
comes from a family largely identified 
with public service and with the agri- 
cultural development of the eastern sec- 
tion of this country. Graduating from 
Yale in 1898 he enlisted as a private in 
Battery A of the Pennsylvania Field 
Artillery and served with that organiza- 
tion in the Porto Rican campaign in 
the summer of 1898. Returning home 
he engaged in live stock and general 
farming business on a large scale near 





Geneseo, N. Y., and later assumed the 
management of. a ranch in the Panhan- 
dle section of Texas. He married Miss 
Alice Hay, daughter of the late Secre- 
tary of State John Hay, at Washington, 
in 1902. Mr. Wadsworth was one of 
the youngest members of the New York 
state assembly when elected to that 
body from Livingston county in 1904 
and served six successive years, the last 
five years being speaker of the assembly. 
He was elected United States senator 


in 1914 and was reelected in 1920. 


From the Pacific Coast will come H. 
O. Fishback, insurance commissioner of 
Washington, who is the new president 
of the National Convention of Insurance 
Commissioners, and Lee A. Phillips, 
vice president of the Pacific Mutual Life 
of Los Angeles, Cal. 

The head of a thriving, famous west- 
ern educational institution, Chancellor 
E, H. Lindley of the University of Kan- 
sas, will deal with “Education, a World 
Underwriter.” Dr. Lindley was born 
in Indiana in 1869. He was graduated 
from the University of Indiana in 1893 
and subsequently pursued his studies 
at Clark University, Jena, Leipzig, Hei- 
delberg and Harvard. His work as an 
educator began in 1893 with the Uni- 
versity of Indiana, where he served as 
instructor, associate professor and fi- 
nally, for 15 years, as professor of 
philosophy. This service at his alma 
mater closed in 1917, when he became 
president of the University of Idaho. 
After serving three years in that posi- 
tion he was elected to his present office 
of chancellor of the University of Kan- 
sas, at Lawrence. As atithor and col- 
laborator he has published books in the 
English, French and German languages, 
besides making many contributions to 
various journals. Early in his career 
as a college executive Dr. Lindley mani- 
fested a deep interest in the subject of 
life insurance and has been in much 


‘demand as a speaker at life insurance 


meetings in the Middle West. ; 
The international survey of life in- 
surance blood pressure experience re- 
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To Men Who Will Recognize 


E are offering excellent territory surround- 
ing four Michigan cities, on a liberal General 
Agent’s contract, to men who can qualify as 
Managers and organizers. 


The Ohio National Life Insurance Company 
The_Company With A Big Sarplus 
CINCINNATI, OHIO 
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WANTED AGENCY SUPERVISOR 


Life Insurance salesman to work for a young 
growing Western Company, as Agency Super- 
visor in the State of Illinois. 
with Illinois territory preferred. Salary. 
Address G-13, 
Care The National Underwriter. 
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ferred to in a previous announcement 
will be submitted to the convention by 
Arthur Hunter, chief actuary of the 
New York Life. It is expected that 
this survey—the first of its kind in 
scope and range of geographical distri- 
bution—will make a substantial contri- 
bution to the movement to prolong life 
in the United States and Canada among 
persons of middle age. The records 
which Mr. Hunter will submit have been 
obtained from a large number of widely 
separated countries. These statistics 
will be presented under the title of 
“Blood Pressure; What Affects It?” 
The collection of the figures and the 
adjustment of them to a common basis 
for comparative purposes for applica- 
tion to American tenure of life have re- 
quired a large amount of original re- 
search. 
Details of the Program 


The list ci topics and speakers con- 
tained in the preliminary announcement 
now being mailed by the association to 
members and invited guests is as fol- 
lows: 

Theme—“An Insured World a Se- 
eured World.” (Arrangement of topics 
and speakers by sessions will be an- 
nounced later.) 

Edward D. Duffield, chairman; presi- 
dent, Prudential. 

“The Moral Responsibility of Advis- 
ing the American Public.” James W. 
Wadsworth, Jr., United States senator 
from New York. 

“Obedience to Law a Fundamental 
of Life Insurance,” E. E. Rhodes, vice 
president, Mutual Benefit Life. 

“Insurance Investments the Barom- 
eter of National Confidence,” Frederick 
i? Ecker, vice president, Metropolitan 

ife. 

“Agriculture, the Foundation,” Henry 
C. Wallace, secretary of agriculture, 
Washington, D. C. 

“The Manager’s Function in Pro- 
gressive Field Organization and Devel- 
opment,” J. V. E. Westfall, vice presi- 
dent, Equitable Life of New York. 

“Farm Moertgages Not a Lien but a 
Support,” Lee A. Phillips, vice president 
and treasurer, Pacific Mutual Life. 

“Quebec and Eastern Canada,” Louis 
A. David, secretary of Province of Que- 
bec, Montreal, Que. 

“The Significance of the 
Growth in Life Insurance,” 
Nollen, president, Equitable 
Iowa. 

“How Adequate Supervision May 
Promote Insurance Progress,” oO. 
Fishback, president, National Conven- 
tion of Insurance Commissioners and 
Insurance Commissioner of Washington. 

“Education a World Underwriter,” 
E. H. Lindley, chancellor, University 
of Kansas, Lawrence, Kans. 

“Blood Pressure; What Affects It?” 
— Hunter, chief actuary, New York 

ife 

“The Story of Life and Death in 
1923,” Harry Toulmin, M. D., vice presi- 


Recent 
Henry S 
Life of 


‘dent and medical director, Penn Mutual 


Life. 

“Some Economic Aspects of State 
Taxation of Life Insurance,” George B. 
Young, general counsel, National Life 
of Montpelier, Vt. 


Reception Committee 


The following is the reception com- 
mittee which will serve at the Life 
Presidents’ convention: Daniel F. Appel, 
New England Mutual, chairman; Her- 
bert C. Cox, Canada Life, vice-chair- 
man; John T. Baxter, Northwestern Na- 
tional; Morgan B. Brainard, Aetna Life; 
William Bro Smith, Travelers; George 
I. Cochran, Pacific Mutual; William A. 
Day, Equitable of N. Y.; Haley Fiske, 
Metropolitan; Ernest J. Heppenheimer, 
Colonial Life; Fred A. Howland, Na- 
tional, Vt.; A. L. Key, Volunteer State; 
Darwin P. Kingsley, New York Life; 
William A. Law, Penn Mutual; Thomas 
B. Macaulay, Sun Life; Henry Moir, 
United States Life; Charles A. Pea- 
body, Mutual Life, N. Y.; John D. 
Sage, Union Central; George B. Stad- 
den, Franklin Life; Raymond W. Stev- 
ens, Illinois Life: Howard S. Wilson, 
Bankers, Neb.; Herbert M. “Woollen, 
American Central; Burton H. Wright, 
State Mutual. 





TO INCREASE CAPITA 


OHIO STATE LIFE’S ACTIO 


Will Add $275,000 to Its Present Stoc 
—Company Has Met With 
Much Success 


COLUMBUS, O., Oct. 31.—An ig 
crease of $275,000 in the capital stock 
of the Ohio State Life, all of which 
been taken by present stockholders ¢ 
the company, is announced by John 
Sarver, the president. The stockhold 
paid $100 a share but had there been am 
stock not subscribed for by the prese 
stockholders it would have been sold 
not less than $150 a share. The as 
of the Ohio State Life now exceed 
000,000. The capital stock is $500,00 
and the surplus is approximately $400, 
000._ The insurance now in force ap 
proximates $40,000,000. The compar 
has grown steadily and substantialk 
since its organization in 1906. In that 
year it had $461,000 insurance in fore 

The company, which handles both life 
and health and accident insurance, is o 
erating in six states, Ohio, Indian 
Michigan, Kentucky, West Virginia ang 
Oklahoma, The increase in capital sto¢ 
was necessary to meet the condition 
in other states into which the compar 
expects soon to expand its business. 

President Sarver pointed out that fi 
of the original officers of the compan 
are still in charge of its affairs, the d 
rectors, too, being virtually the same 
those who helped launch the compan 
17 years ago, the only changes m 
being due to death or removal from t 
state, 


OPENING DIRECT DEPARTME 


American Life Reinsurance of Dallas 
Now Appointing Agents in Its 
Home State 


The American Life Reinsurance 
Dallas, Tex. has organized a direct wri 
ing department which operates at prese 
in Texas only. 

The company is operating on a 3 
percent modified preliminary term 
serve, non- participating. The regular li 
of policies is issued with the two stant 
ard disability clauses and double 
demnity. A set of monthly income po 
cies complete the list. 

Insurance is issued from ages 15 
with a maximum limit of $100,000 re 
suring over $10,000. 

Up to this time the company has cf 
fined its operations to reinsurance 
has been very successful. A. C. Bigg 
is the president. 


Sales Pointers for Agents 


Pointers for success in selling life? 
surance, accumulated through years 
careful study and practical experient 
are being placed at the disposal of # 
agency force of the New England 
tual Life Wisconsin general agency, 
the course instituted at that agef 
by A. L. Saltzstein, general agent 
Wisconsin and northern Michigan. 
series of lectures is being delivered M 
day, Wednesday and Friday of ¢@ 
week by Dr. William A. Fricke, fort 
Wisconsin insurance commissioner. ° 
order to help the men to keep the pom 
included in Dr. Fricke’s talks bet 
them at all times, Mr. Saltzstein, 
had the gist of each talk so far g 
worked up into a series of briefs 
distributed among his agents. 


Columbia Agents Have Banquet 


The Columbia, S. C., staff of the 
& Casualty of Nashville held a ban 
last week, at ich a loving cup 
presented to the Columbia staff by 
Dunkerley, assistant secretary and 
sion manager for the company, 
result of the contest between the 
tricts of the southeastern territory. | 
addition to the talks by the agency 
there was a talk by E. C. Allen, dé 
insurance commissioner. 





